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Multiple Line Rate, 


Statistical Plans, 
Debated By NAIC 


Large Majority of Companies Op- 
pose M-I Report of Vorys; 
Independents Back Report 


LIKELY TO DEFER ACTION 


Berry Asks NAIC to Await Results 
of Suits Now Pending in 2 States 
on Multiple Line Problems 














New Orleans, Dec. 16—With about 20 
lane duck Commissioners present, a 
do-nothing attitude prevailed at the mid- 
year meeting of the National Association 
of Insurance Commissioners at the Hotel 
Roosevelt here this week. One of the 
features was consideration of statistical 
and rating problems of multiple peril 
insurance contracts and it seemed likely 
action would be deferred until a later 
meeting of the NAIC, 

President Arch E. Northington spoke 
only on state regulation and its preserva- 
tion and stressed O’ Mahoney committee’s 
investigation about fire insurance, 

Multiple Line Problems 

The meeting Monday on. statistical 
rating and filing problems of multiple 
peril contracts attracted wide interest. 
Commissioner Vorys of Ohio, chairman 
ot the subcommittee, referring to his 
report known as the M-I subcommittee 
report, pointed up the problems involved 
in rating and filing procedures for these 
policies which include various types of 
fire, casualty and marine insurance cov- 
trages. He called on the All Industry 
committee, appointed at the June meet- 
ing, to submit its report. 

Raymond Berry, general counsel, Na- 
tional Board of Fire Underwriters and 
ditirnan of the industry committee 
representing the great majority of stock 
and mutual fire insurance companies and 
associations, presented the majority re- 
Port recommending that the Commission- 
ets subcommittee M-I report be not 
adopted. He cautioned the Commission- 
ers against a hasty and perhaps regretful 
ceclusion and requested they await de- 
€tmination by the courts in law suits 
now pending in two states involving 
questions of law raised by the M-I 
Teport, 
seiton Mays, vice president of Amer- 
i ore, speaking for Inter-Regional 
Sg ation; Hugh Harbison, Travelers, 

John R. Barry, Corroon & Reynolds, 


(Continued on Page 32) 
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CHICAGO + SAN FRANCISCO » HARTFORD + NEW YORK 















Ai AJOR MEDI CAL 


guaranteed renewable to age 65 « choice of 
4 deductibles * pregnancy complications covered 
family plan-one premium « newborns covered from birth 
* MAJOR MEDICAL COVERED EXPENSES 
hospital room and board, supplies, services, medicines 
graduate nurses’ fees * X-ray * lab tests * drugs 
dressings * blood or plasma * casts * splints * wheel chair or 
iron lung rental * prosthetic appliances * physicians and 
surgeons fees * operating room « anasthetic 
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Commissioners Adopt 
New Mortality Table 
Effective In 1966 


Minimum Disclosure Form for Pen- 
sion Funds and Trusteed Welfare 
Plans Adopted 


GROUP TABLE ACTION ALSO 


Preferred Stocks Valuation Eased; 
Famed New Orleans Hospitality 
Enjoyed by Delegates 














New Orleans— Adoption of a new 
mortality table to be known as 1958 
CSO Table, approval of a recommenda- 
tion of the minimum Group life subcom- 
mittee for a new Group life mortality 
table, adoption of a uniform disclosure 
form for commercial pension funds and 
trusteed welfare plans and an easing of 
valuation reserves on preferred stocks 
were among some of the actions taken 
by the National Association of Insurance 
Commissioners meeting here this week 

Opens on Social Note 


A tempo of graciousness and _ hos- 


pitality characterized the social aspects 
of the 87th semi-annual mid-winter 
meeting of NAIC. At the reception on 
Sunday evening, December 14, the Com- 
missioners and guests were greeted by 
the host Commissioner, Rufus D. Hayes 
of Louisiana, and his wife, at the head 
of the receiving line, flanked by officers 
of the association and members of the 
industry committee in charge of arrange- 
ments, and their wives. 

Addresses of welcome were delivered 
by Delesseps Morrison, mayor of New 
Orleans, and Lieutenant Governor 
Leather Frazer, extending the hospitality 
of the city and state to the assembled 
convention at the plenary session held 
on Tuesday. The president of the asso- 
ciation, Commissioner Arch E. Northing- 
ton of Tennessee, sounded the keynote 
of the convention in his report: the 
improvement and perfection of state 
regulation to assure the continuance of 
a healthy system of competition, con- 
sonant with our American tradition of 
free enterprise, in the interest of the 
insuring public. He candidly admitted 
the existence of some flaws. However, he 
was convinced that the constructive ac- 
tion by the regulatory bodies, with the 
wholehearted and determined coopera- 
tive assistance of all facets of the insur- 
ance business, the most effective super- 
vision was possible through the continu- 
ance of the system of state regulation. 
He enumerated steps toward perfecting 
the system. He stated that “the activities 
of the NAIC have charted the course 
for state regulation, public protection 
and the insurance industry.” He con- 
cluded his remarks by pointing out that 
“we can proudly say that state regulation 
of insurance may properly be character- 
ized as a lesson in enlightened public 
service.” 


Significance of New Table 


One of the most important accomplish- 
ments of the Commissioners which will 


(Continued on Page 21) 
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Notice the reducing death benefit for the em- 
ployee’s family under the conventional method? 















































smaller 
In spite of this, the Split-Dollar Plan has been a te ent cor 
sales leader in the employee benefit field. 4 ; 
There is, however, always this question: ‘Aik the Mikitucens Memal this sit 
" A ° my sug 
Can’t we keep the — death benefit from General Agent in your city to show you our new executi 
decreasing each year*? LEVEL BENEFIT METHOD. You'll like ict. tap ih 
We're glad to say we have an answer, and the Cecil F 
answer is “Yes — and at no increase in premium”. - dei 
viduals 
EMPLOYER within ¢ 
DEATH BENEFIT ee 
sons is | 
EMPLOYER DEATH Me he. Me and wil 
a BENEFIT ‘ : : agency 

“4 © . OF so, 
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: ; ro : FAMILY DEATH BENEFIT : Mr. A 
: FAMILY DEATH BENEFIT ¢ : " : arg fe 
° e e e se ig 20 
: : : ; ° ‘ named. s 
: . ° ager of | 
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° . Sage Lo: 
- Conventional Method - * New Level Benefit Method - member 
Tectors « 
i *Based on the 1959 dividend schedule and rate of interest which are illustrative only and not guaranteed, a level family death benefit can be company 
provided at least until age 72. e has 
company 
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Lincoln National Executive Changes 


Fort Wayne — Four executive promo- 


tions and the declaration of a quar- 
erly stock dividend of 50 cents per 
share were announced by Walter O. 


Menge, president of Lincoln National 
Life. 

Edward D. Auer, Cecil F. Cross and 
Henry F. Rood were each promoted from 
vice president to senior vice president, 
a newly-created executive post. Henry 
\V. Persons was promoted from secon 
yice president to vice president. 

In announcing the promotions Mr. 
Menge said: “For some time I have been 
increasingly aware of the difficulties of 
erating under a management system 
vhere practically all important decisions 








HENRY W. PERSONS 


must be cleared through one individual, 
namely the president. This procedure 
worked well when the company was 
smaller than it is today, but under pres- 
ent conditions on cccasions it has de- 
layed the making of decisions important 
to the company’s progress. To overcome 
this situation, the board of directors at 
my suggestion created three new major 
executive posts with the title of senior 
vice president and elected the following 
to fill these positions: Edward D. Auer, 
Yecil I. Cross, Henry F. Rood. Spe- 
the details of the duties of these indi- 
viduals will be worked out gradually 
within the next few weeks. ‘ 

One change resulting from the above 
tan be announced now. Henry W. Per- 
‘ons is being promoted to vice president 
and will assume general charge of the 
agency operations during the next month 
IT so, 


Edward D. Auer 


_ Mr. Auer joined Lincoln National Life 
in 1939 as assistant manager of the Mort- 
sage Loan Department. In 1943 he was 
tamed second vice president and man- 
‘ger of the Mortgage Loan Department, 
ind two years later was promoted to vice 
President and manager of the Mort- 
ger Department. He has been a 
— of the company’s board of di- 
* rs since 1947 and chairman of the 
Mpany’s finance committee since 1956. 
& has been in general charge of the 
Mpany’s investment operation since 
M4 and as chairman of the company’s 
trig committee is currently respon- 
s € for the construction of the com- 
Pany’s additional home office space. 
were ir ne leas been chairman of the 
tena oe Life Assurance Com- 
on eal —— control of which was 
105 ased by Lincoln National Life in 




















5 
ae Auer Js recognized nationally not 
sae = a life insurance executive, but 
neg one of the nation’s foremost real 
nia having had considerable ex- 
a ce in purchase-lease and real estate 
ansactions. He is a_member of the 
oo" Institute of Real Estate Ap- 
‘lsers; the National, Indiana, and Fort 




















HENRY F. ROOD 


Wayne Real Estate Boards; the Amer- 
ican Life Convention, and other national 
life insurance organizations. Locally, he 
is a director of the Fort Wayne National 
3ank and the General Telephone Com- 
pany of Indiana, and is a Shriner. 


Cecil F>Cross 


Mr. Cross moves up to his new post 
after more than 25 years with Lincoln 
National Life, more than ten of which 
have been as head of all agency opera- 
tions. He is a graduate of University 
of Michigan where he was a member 
of Phi Beta Kappa and Michagamus 
honorary fraternities. 





EDWARD D. AUER 


He joined Lincoln National Life in 1920 
as chief underwriter and entered agency 
work for the company in 1935 as assist- 
ant 
been assistant secretary, underwriting 
secretary, and secretary of the company. 
A year later he was promoted to second 
vice president and manager of agencies 
and was named to the company’s board 
of directors. He has been vice president 
since 1945 and has been in charge of 
agency operations since 1947. Before 
joining LNL, he had served as a field 
artillery officer in France during World 
War I, had been actuary of another 
company, and had taught insurance 
mathematics at University of Michigan. 

Mr. Cross’s activities in life insurance 
organizations include participation on 
important committees of American Life 
Convention and Life Insurance Agency 


manager of agencies after having 


HEARD on the WAY 





The Advertising Council has cited 
Leslie R. Shope, manager of advertising 
and press relations for Equitable Life 
Assurance Society for his work as co- 
ordinator of the Crusade for Freedom 
campaign. This is the third consecutive 
year that the non-profit, non-partisan 
organization has presented an award to 
the insurance executive. 

The Council, which utilizes advertising 
techniques for public service causes, pre- 
sented an award in 1956 to Colonel Shope 
for his work on the Register and Vote 
campaign of the American Heritage 
Foundation. That campaign helped to 
bring out the biggest registration and 
vote in U. S. history. The Council cited 
him again in 1957 for his efforts as 
volunteer coordinator in the Crusade for 
Freedom campaign. This project raises 
funds for Radio Free Europe. 


Arthur Pedoe, famed Canadian actuary 
who retired a year ago from Prudential 
Assurance of Britain, is on the last 
chapters of a text book he has_ been 
commissioned to write for Life Under- 
writers Association of Canada. It will 
be used as a text book in Canada aimed 
to help students studying for the CLU 
designation. The book will be published 
about the middle of next year. 


Northwestern Mutual Life has made 
the following request to those who sell 
supplies to the company: 

“Please ... We ask you not to send 
gifts to our personnel at Christmas or 
at any other time. . 

“Because this request is being sent 
to all our suppliers it may not apply 
to you. However, to all of you we wish 
to express our appreciation for your 
cooperation and service.” 





LESLIE R. SHOPE 








Donald J. MacLean was elected presi- 
dent of the Life Underwriters Associa: 
tion of Toronto at the association’s re- 
cent annual meeting in Toronto. He is 
associated with Prudential of England. 

Others elected were T. A. Fenn, hon- 
orary president; T. Douglas Thompson, 
vice president; David A. Decker, second 
vice president, and John A. Bowden, 
treasurer. 

Directors of the association are K. M. 
Morden, M. A. Lister, G. D. Square- 
briggs, R. G. Jones, L. W. Summer and 
E. J. Cooper. 

Uncle Francis 





CECIL F. CROSS 


Management Association. He is also a 
Fellow of the Society of Actuaries. 
Henry F. Rood 

Mr. Rood joined Lincoln National Life 
in 1931 after two years’ previous ex- 
perience in the actuarial department of 
another company. Starting in the Rein- 
surance Department, he transferred to 
the Actuarial Department in 1935 and 
has advanced through the posts of as- 
sistant actyary, actuary Ordinary depart- 
ment, second vice president and actuary, 
and vice president and actuary. He has 
been a member of the board of direc- 
tors since 1954. 

Following the Lincoln National Life’s 
purchase of Reliance Life in 1951, Mr. 
Rood was named a director and vice 
president of that company in addition 
to his Lincoln National position. He is 
currently a director of the Dominion 
Life Assurance Co. of Canada. 

A Fellow of Society of Actuaries, Mr. 
Rood served that organization as sec- 
retary-treasurer and vice president be- 
fore being elected president of the So- 
ciety in 1957. He has long been active on 
numerous committees of the Society and 
has been chairman of many. He has 
also served on a number of industry 
committees, including the joint premium 
tax committee, the joint premium de- 
ficiency subcommittee, and the join vari- 
able annuity subcommittee of American 
Life Convention and Life Insurance As- 
sociation of America as well as the actu- 
arial committee of American Life Con- 
vention and Life Insurance Tax Advisory 
Committee of the U. S. Treasury De- 
partment. 

Henry W. Persons 


Mr. Persons joined Lincoln National 
Life as second vice president in 1955 
after nine years as manager of a top- 
ranking life insurance agency in Chicago 
for another company. He began his life 
insurance career as an agent in Covina, 
Calif., in 1934 after having engaged in 
the banking business in East Aurora, 
N. Y., and the oil business with the 
Texaco Co. in southern California. In 
his life insurance career, he _ rapidiy 
moved up to district manager and agency 
organizer in Los Angeles before moving 
to his company’s home office in 1943. 
After two years of home office experi- 
ence, he returned to field work as Chi- 
cago manager. 

A graduate of Life Insurance Agency 
Management Association School and 
graduate course on agency management, 
he thas also been a member of the board 
of directors of National General Agents 
and Managers Conference and vice presi- 
dent of Chicago Association of Life 
Underwriters. 

Widely known as a speaker at life 
insurance and civic affairs, Mr. Persons 
has addressed Life Insurance Agency 
Management Association schools, the 
Chicago Sales Executive Annual Con- 
gress, and many other life insurance or- 
ganizations throughout the United States 
and in Canada. 
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I. THE HISTORY OF EVERY COMPANY there are a few developments that can truly Iingure 
be called landmarks of its growth. Such a development occurred at Home Life §— In ‘ 
twenty-five years ago with the introduction of “Planned Estates” service. five-fol 

Through Planned Estates, Home Life pioneered a new company-wide §°!!@"s 
approach to the marketing of life insurance. oom 

The new service was designed to help people understand the uses of life fp gina: 
insurance and how to get the most good out of the policies they purchase. It s155 m 
starts with a careful diagnosis of the client’s financial needs, analyzes family for all 
assets and finally presents a prescription for family security. 

Translating the concept of Planned Estates service into a workable com- FHighe 
pany-wide operation required the building of a cohesive organization of life fhasled_ 
insurance specialists. It affected every branch of the company and meant the ff" force 
development of unified plans for recruiting, selecting, training and directing the * a 
field organization. —- 





















Early in the history of Planned Estates, William P. Worthington, Home i i 
Life President, who originated this service, gave it this credo: Look for problems fhhigher « 
to solve, not prospects to sell. Through the years this philosophy has guided fftherefor 
the training and direction of the company’s Field Underwriters and made them fP'fessi 
outstanding in the life insurance business. 

What do people think of Planned Estates? One way to measure it would §40,00¢ 
be with statistics. In the quarter century since Planned Estates was introduced J~ Plam 
the company’s life insurance in force has increased 450%. =f 


Another measurement of the public’s appreciation for Planned Estates is aon ; 
less tangible yet far more meaningful. It is expressed in the gratitude of headsof fF Vhtes | 
American families who have found peace of mind; of widows who have been 
able to hold their families together; of children who have been able to attend 


ee a ncenti 

college; of couples in their golden years, enjoying retirement. oe 
These are the things which continue to give purpose and direction © Bn a fui) 
Planned Estates service as we mark its twenty-fifth anniversary. ntroduc 
1944, ha: 

odern | 


he secul 
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- (PLANNED ESTATES’ 


PROGRESS 


insurance in Force up 450% 

—In 25 years, Home Life has grown 
five-fold, and now has close to two billion 
dollars of insurance in force and assets 

of approximately $380 million. In the first 
nine months of 1958, Home Life’s new 
Ordinary business written amounted to over 
$155 million, six times the figure 

for all of 1933. 


Highest Average Policy — Home Life 
has led the industry in average policy 

in force for the past sixteen years. In 1957, 
our average new policy written was 

$15,912, topping the annual listing of the 
‘Life Insurance Courant” for the 

18th year out of the past 21. This means 
higher compensation with fewer — and 
therefore better-serviced—cases, and greater 
professional and personal satisfaction. 


40,000 Client Approval Letters 
~— Planned Estates is a service that 
lients value highly. In fact, over 40,000 
ome Life clients have already 
ritten to tell us how much Planned 
Estates has meant for them. 


ncentive Salary Plan 

-Home Life’s field organization has been 
nn a full-time career basis since the 
ntroduction of Planned Estates and, since 
1944, has enjoyed the advantages of a 

odern Incentive Salary Plan that combines 
he security offered by straight 


salary plans with the incentive-rewarding 
features of commission plans. 


Liberal Employee Benefits — Home 
Life people in the field and home office 

are covered under an outstanding program of 
security benefits, including life insurance, 
retirement income, disability benefits 

and Major Medical insurance. 


Tailor-made Group Plans — Home 
Life entered the Group insurance 

business in 1950. Since then, the company’s 
Field Underwriters, assisted by a field 

staff of full-time Group representatives, have 
applied the same individualized approach 

to the field of employee benefits that 
characterizes Planned Estates service. 


Growing Career Opportunities 

— At Home Life, ‘(promotion from within” 
is a long-established policy backed by 

a thorough and comprehensive Management 
Development Program. Since 1945, all 

but three of our present agency managers 
came from within the Home Life sales 
organization, and over 80% of our Field 
Underwriters joined the company without 
previous life insurance experience. 

Home Life’s 10-Year Plan for Building 
Business Sources, under which 

Home Life is doubling in size, will continue 
to open new and exciting opportunities 

for career advancement. Today as never 
before, Home Life is the company 

“where opportunity awaits the man, not the 
man the opportunity.” 


HOME LIFE INSURANCE COMPANY 
253 BROADWAY, NEW YORK 8, N. Y. 


William P. Worthington 
President 





John H. Evans 
Vice President—Sales 
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Your clients are the most important 
people in the world. Their personal pro- 
tection needs are not met without GUAR- 
ANTEED RENEWABLE ACCIDENT 
AND HEALTH. Let me tell you about 
our modern, flexible plans, all backed 
by a mutual legal reserve company li- 
censed in New York State since 1886! 
Call me today for details. 


PAUL FISHMAN 


JAFCO 
LIFE AGENCY, INC. 
MU. 4-5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY Jamestown, N.Y. 





Gilbert Joins Gotham Life 


As Supervisor of Agencies 





SANFORD F. GILBERT 


The appointment of Sanford F. Gilbert 
as supervisor of agencies for the newly 
formed Gotham Life of New York, was 
announced this week by President John 
F. Sweeny and Vice President Ralph A. 
Tanguay. 

Mr. Gilbert, who started in his new 
post on December 15, at the home office, 
156 William Street, New York, was for- 
merly superintendent of agencies, New 
York area, with Empire State Mutual 
Life of Jamestown, N. Y. Prior to that 
he was with Mutual Of New York, and 
Postal Life. : 

In the Gotham Life, Mr. Gilbert will 
handle development and training of 
agencies and will work closely with Vice 
President Tanguay in setting-up the 
company’s operation in Ordinary life 
policies, Sickness & Accident insurance 
and Group coverages. 


Mutual Benefit Announces 


New Family Provision 


Mutual Life, Newark, has announced 
that a new family insurance provision, 
providing Term insurance on the wife 
and qualifying children, is available im- 
mediately in all but three states. It 
is awaiting approval in Massachusetts, 
Missouri and New York. Important fea- 
tures in the use of this coverage are that 
the insured under the basic policy may 
request other extra benefits such as ad- 
ditional death benefit, disability waiver, 
and family protection, and that any 
amount payable at death may be applied 
under the company’s settlement options 
set forth in the husband’s basic policy. 

The husband’s permanent life insur- 
ance plan may be Ordinary life or any 
other life or endowment plan with pre- 
miums payable to his wife’s age 60. The 
face amount of insurance on the husband 
must be at least $5,000 but it can be 
any greater amount. 

Maximum coverage on the wife is pro- 
vided under the new provision when it 
is needed most—when the children are 
young. Coverage on the wife is Term 
insurance which decreases for several 
years and is level thereafter to the 
expiry date. This coverage is never less 
than $1,000 per unit and can be converted 
at expiry. 

Each covered child has level Term in- 
surance coverage of $1,000 per unit from 
age six months to age 25 or to the 
expiry date, if earlier. The amount of 
insurance on each covered child is $250 
per unit from age 15 days to six months. 
When this insurance expires the child 
may convert to a permanent plan with- 
out evidence of insurability for a policy 
of up to 2% times the amount in 
force before expiry. 

Maximum limit for the provision is 
four units or less—one unit for each 
$5,000 face amount of basic policy. Pres- 
ent Mutual Benefit Life policyholders 
can count some of their present insur- 
ance in determining this limit. 


NAME GEORGE E. GAYLORD 


George E. Gaylord has been appointed 





general agent in Grand Junction, Colo., 
for Pacific National Life of Salt Lake 
City and San Francisco. H. Smith 


Hagan, is senior vice president in charge 
of the company’s Salt Lake City Ordi- 
nary life insurance division. 


Commissioners Hear 
Discussion on VA 


BILL FOR SEPARATE COMPANIES 





John Spillane Presents Measure for 
Paul Revere Life; Robert Crichton 
of VA Company Heard 





New Orleans — At the Insurance Com- 
missioners hearing by the subcommittee 
on Variable Annuities John W. Spillane, 
special counsel for Paul Revere Life, 
explained the background and objectives 
of the Variable Annuity bill now before 
the Massachusetts State Legislature and 
Robert A. Crichton, president of Vari- 
able Annuity Life Insurance Co. of 
Washington, D. C., urged the Commis- 
sioners to take a clear stand for state 
Insurance Department supervision § of 
variable annuities because of conflicting 
claims of authority by the Securities 
and Exchange Commission. 

The VA bill, Mr. Spillane explained, 
goes back to the Massachusetts Recess 
Commission a member of which was 
Orville F. Grahame, vice president and 
general counsel of Paul Revere Life. 

“Mr. Grahame noted in his report,” 

said Mr. Spillane, “that variable annui- 
ties are a fact and not a theory and are 
being sold in some ager gers such 
as Arkansas, the District of Columbia, 
Kentucky, New York, North Dakota, and 
West Virginia. In addition, it is reported 
that Wisconsin has made some. such 
provision in its public pension system 
and recently the Insurance Department 
of New Mexico issued regulations which 
would permit variable annuity contracts 
to be issued in that state.’ 


What the Bill Provides 


Mr. Spillane explained the terms of the 
VA bill which would authorize separate 
VA companies. 

The bill defines a variable annuity con- 
tract and authorizes the company to 
invest wholly or partly in common stocks 
or other equities. But these investments 
will be subject to the following restric- 
tions. Investments in any one company 
cannot exceed 10% of the total issued 
and outstanding common stock of such 
company. There is also a restriction con- 
cerning the acquisition of more than 5% 
of the unrestricted voting stock of any 











LIFE OPENINGS: 
CHOICE POSITIONS 
CHOICE LOCATIONS 

$7,500—$18,500 

East—Life Actuary $18,500 
W. Coast—Life Agency Dir. 15,000 
Florida—Life Regional Mgr. 10,000 
Arizona—Life Agency Supv. 10,000 
Rocky Mt.—Group Admins. Mgr. 9,000 
East—Life H. O. Undr. 9,000 
W. Coast—Life Jr. Actuary 9,000 
East—A. & H. Jr. Undr. 7,500 


Actively in the market for a new 
position? Interested only in learning 
about unusual openings? Write for 
“HOW WE OPERATE.” No obiigation 
to register. All inquiries handled con. 
fidentially. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 











one company. An investment in any on 
company shall not exceed more than 5% 
of the admitted assets of the variable an 
nuity insurance company. The compan 
may also make other investments per 
mitted by domestic life companies. 

This type of company may only by 
common stock on a recognized exchange 
or in an “over the counter market’ 
defined by the Commissioner and as t 
which market quotations have been avail 
able. 

The name of the company should con 
tain the words, “Variable Annuity,” 
words of similar import. 

This company could be authorized | 
write annuity contracts on an individual 
or Group basis. It could also write thd 
regular annuity. 

Waiver of premium on account of dis 
ability of the premium payor is specifi 
cally authorized in the bill. 

Any company organized in this fas! 
ion shall have a paid up capital of $400, 
00 which shall be invested as provide 
for the capital of any insurance com 
pany. 

Section 3 of this bill would permit; 
life insurance company to own a variabl 
annuity insurance company as a subsi(i 
ary or permit it to own part of the stock 
of such variable annuity company. 








AL KARDUNA, 


GENERAL 


AGENT IN Brookiyn, N.Y. 
“The addition of Postal’ s flex- 
ible family income rider to 
the Executive Special policy 
makes selling larger amounts 
easier than ever before.” 


7TH IN A SERIES INTRODUCING Posrat’s 
LEADING GENERAL AGENTS, 


GEORGE KOLODNY, President 





Postal LIFE 


511 FIFTH AVENUE NEW YORK 17, NEW YORK 


"We set 4 new Production Record 
with these Two Plans" 


NEW “EQUITY BUILDER” — specially designed for split- 
dollar, corporation owned insurance, loan financed 





plans and similar sales. 
$40,000 minimum 


High first year Cash or Loan values! 


Endowment at 90 


NEW “EXECUTIVE SPECIAL” — our low net cost special. 





$10,000 minimum — Whole Life at 90 


Both policies have these features: 





Full range of liberal Settlement Options! 
Written sub-standard to 500% and up! 

Low premium—participating! 

Family Income and Term Riders can be added! 
Issue ages 10-70! Competitive net costs! 


Renewals are fully vested! No minimums, no penalties. You ca! 
qualify for free Group Insurance and continuous service fees! 
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aii and it’s guaranteed 
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nly buy Brokers from coast to coast find there’s 

pe tremendous appeal in Travelers Life con- 

aa tracts. Take the guaranteed cost principle, 

en avai for instance. You can tell your clients that 
the low rates are guaranteed, just as the 

uld con benefits are. 

mek Then there’s the matter of service. The 

cians Travelers has a claim service network that 

dividual covers the United States and €anada with 

yrite the more than 4,000 full-time employees in more 

t of dis than 250 locations. 

, speeih Add to this the fact that a trained, ex- 
perienced Travelers brokerage man is anxious 

tis fash to serve you—without charge. Yes, he’ll help 

of nn you plan and develop business—and you get 

pm full commissions on everything you write. 

| . See The Travelers branch office or general 

permit : agency nearest you for information about 

pc Travelers insurance. Or send the coupon for 

head information. You’ll agree this is the life. 
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ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 


HARTFORD 15, CONNECTICUT 


The Travelers, Life Agency Department, Hartford 15, Connecticut 


I’m interested in writing Life Insurance with The Travelers. Please 
have your nearest brokerage manager get in touch with me. 
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Davis’ Report on U. S. Tax Hearings 


LIAA Told Nothing Will Be Gained by Insurance Industry 
If Decision Is Stalemated This Year and Companies 
Pay on 1942 Basis 


Reporting to membership of Life Insurance Association of America at Waldorf- 
Astoria annual convention last week Deane C. Davis, chairman, joint committee on 
Federal Taxation of Life Insurance Companies, after reviewing the hearings in 
Washington conducted by Chairman Wilbur D. Mills of Ways and Means Com- 


mittee this fall, offered these conclusions: 


Conclusions of Judge Davis 

If we do not obtain a new law for 
1958, the industry will pay taxes on the 
1942 basis. The estimated industry tax 
under the 1942 law for 1958 operations is 
$500 million, The 1950 law, which many 
Government officials feel more nearly 
represents the proper industry tax, on 
investment income alone would produce 
around $600 million on 1958 operations. 

It will be difficult, probably impossible, 
to obtain permanent legislation without 
support of the Treasury, or at least non- 
opposition by the Treasury. 

At present it appears that that sup- 
port would be given only to a total in- 
come plan or a combination plan of 
some kind which taxes both investment 
income and underwriting gains, or some 
material portion of the same. 

The probabilities at the moment seem 
to be that we will be taxed either on 
the 1942 law or a combination plan. 

If we are taxed for 1958 on the 1942 
law, we will have settled nothing. The 
1942 law is obviously unfair, unjust and 
arbitrary. It does not answer the ques- 
tions concerning operating gains of 
stock companies, or even of mutuals; 
the problem of specialty companies; or 
the public relations problem created by 
the fact that the life insurance industry 
is labeled as a tax-sheltered industry. It 
is not even a good investment income 
law, for the 65% factor would be imme- 
diately subject to attack by the Treasury 
and Congress on the ground that 34% 
no longer represents an average revalu- 
ation rate. 


Stalemate Would Be No Gain 


Nothing will have been gained if the 
decision is stalemated this year and we 
pay on the 1942 basis. We would only 
have raised the level of taxation from 
the industry from $300 million under the 





Worthington Idea to Cut 


Special Policy Tension 


William P. Worthington told Life 
Insurance Association of America last 
week that the tension in the industry 
over minimum deposit-high early cash 
value contracts can be lessened. Mr. 
Worthington is president of Home Life 
of New York. His comments: 

“T think if we approach the topic in 
a spirit of good will, with the realization 
that something misfired on this contract 
and that if there were some way to 
combat it within the very narrow band 
of insurance buyers for which it was 
originally intended, it would cause no 
serious problem, But, when it gets down 
to the $10,000 income group, I don’t 
think it was planned that way and it is 
a serious temptation to field men. 

“When you pay a man an Ordinary 
life commission on a premium that’s 
never received, on a fictitious loan that’s 
never really, and never expected, to be 
repaid, and the policy is sold as de- 
creasing term insurance but the divi- 
dends are figured on an Ordinary life 
basis, and there is either tax evasion or 
tax avoidance, you have a very tempting 
thing for a small group of people not 
the companies but a small group of 
people in the field that take advantage 
of it. And then you have the rest of 
the field and other companies on the 
defensive. It seems to us that is the 
real problem. 

“T do think with good will and the 
right motive we can work out a sound 
solution for this industry without losing 
the public’s confidence. Thus, the stature 
this industry has attained can be main- 
tained.” 


Mills law for 1957 to $500 million under 
the 1942 law for 1958, or approximately 
$600 million on 1960 business. And when 
the day came, as it surely would, that 
this question must be faced again, we 
would no longer be talking of a Govern- 
ment desire to increase the tax from 
$300 million to $400 or $500 million. At 
that time we would be faced by a Gov- 
ernment still reaching for additional 
revenue and still feeling that the indus- 
try was under-taxed, even though our 
total tax bill might then well be in the 
vicinity of $600 million. 

The conclusion appears obvious that we 
will never again be in a better position 
to settle this question than now. It is bad 
enough now. 
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12 IN A SERIES 





Syracuse 


Donald L.Shepherd, CLU. 


EQUITABLE LIFE OF IOWA IN 


THE NORTHEAST 


Maine, Connecticut and New York are states rich 
in tradition and early history of our country. They 
are responsible for several “firsts” — the largest 
potato producer, the insurance capitol and the 
spectacular nerve center of the nation. Similarly, 
these seven Equitable Life of Iowa general agents 
and their agency associates have a history of 

commendable service to citizens of their area. 


LIFE INSURANCE COMPANY OF IOWA 





GROUP LIFE BROKERAGE SUPERVISOR 


Leading agency for major company in Midtown New York. Guar- 
antee of Base Salary PLUS Incentive Formula & Own Office. 
Unique Group Contracts & Commission Schedule. Write Box 
2669, The Eastern Underwriter, 93-99 Nassau Street, New York 38, 
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Regulation Public Service 
Northington Tells Meeting 


New Orleans—Arch E. Northington, 
president of National Association of 
Insurance Commissioners and Tennessee 
Commissioner, told the NAIC mid-year 
meeting here this week that “State regu- 
lation of insurance may properly be 


characterized as a lesson in enlightened 
public service.” 

Commissioner Northington also said, 
“Any enlightened and competent Insur- 
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ance Commissioner knows that reason- 
able and properly regulated competition 
is one of the strongest assistants at his 
command in protecting the policyholders 
of his state.” 





Shinn, Beckley Promoted 

Richard R. Shinn has been made sec- 
ond vice president in Group insurance 
by Metropolitan Life and Ernest K. 
Beckley has been appointed — superin- 
tendent of agencies, Atlantic Coast ter- 
ritory. 





NEW GAMC MEMBER 

The General Agents and Managers 
Conference of NALU, Washington, 
D.C., has announced the formation of its 
149th local general agents and man- 
agers association in Topeka, Kansas, In 
announcing the formation of the Topeka 
General Agents and Managers Associa- 
tion, Hastings A. Smith, CLU, chairman 
of GAMC’s extension committee, states 
that the following officers have been 
elected: 

Herbert Langsdorf, Jr., CLU, New 
England Life, president; Thomas C. 
Murphy, CLU, New York Life, vice 
president; A. Grant Bening, Penn Mu- 
tual, secretary-treasurer. 





NEW POST FOR E. H. BORMAN 

Edward H. Borman, Jr., has been ap- 
pointed assistant manager of the Group 
benefits department of General American 
Life, St. Louis. In his new _ position, 
Mr. Borman will have supervision of the 
Kansas City, Little Rock, Memphis and 
Oklahoma City district claim offices and 
will be in charge of the company’s claim 
manuals and instructions. 

Mr. Borman is one of two assistant 
managers reporting directly to William 
F. Lohman, manager of the Group bene- 
fits department. Earl Weiner, the other 
assistant manager, is in charge of home 
office claim operations. 





Meets in Palm Springs 

Chief executive officers of Beneficial 
Standard Life and its two subsidiary 
insurance companies met in Palm Springs 
recently to plan expansion of their com- 
panies’ services in 1959, 

Heading the group of administrators 
attending the four day meeting were 
Joseph N. Mitchell, executive vice presi 
dent of Beneficial Standard; Harry Seed, 
president, British Pacific Insurance 0 
of Canada; and Harry T. Dozor, prest 
dent, Fidelity Interstate Insurance ©? 
of Philadelphia. 

Beneficial Standard recently 
the stock of British Pacific. 


acquired 





Executive Promotions By 


American Hospital & Life 

President S. E. McCreless of America! 
Hospital & Life of San Antonio al 
nounces the following promotions: \ 
Hinsch to administrative vice president 
secretary and director; Gene Archer, 
FSA, to vice president and actuary; f 
G. Priest, to vice president, treasurer am 
director; James C. Laney, to vice pres 
dent and director of Group insurance 
Mr. McCreless also announced the 
turn of A. Wallace Cantwell to the home 
office as vice president in charge of tH 
Accident & Health department. 
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Sees Asia, Africa Challenge To U. S. 


Dr. Charles Malik, President General Assembly, United 
Nations, Says American Effort There “Requires Serious 
Reconsideration”; Hopes It Will Be in Time 


Much as this country has done in Asia 
and Africa through private American 
capital, philanthropic institutions, loans 
by Government instrumentalities and in 
other ways, the American effort “re- 
quires serious reconsideration,” Dr. 
Charles Malik, president General As- 
sembly, United Nations, told the annual 
meeting of Life Insurance Association of 
America last week at the Waldorf-As- 
toria in New York. 

“Substantial and useful as all this 
effort has been, it is nevertheless inade- 
quate,” said Dr, Malik. 

“People are just beginning to wake up 
to the actual and potential magnitude 
of the Communist competition. The 
native needs are much more desperate 
than people had known or imagined. 
And the pace of history, including the 
development of people’s consciousness of 
their own poverty and privation, is 
feverishly quickening. For these three 
reasons America’s economic effort in 


Asia and Africa appears to me to re- 
quire serious reconsideration. 


Hopes It Will Be in Time 


“lam confident the United States will 
rise to the economic challenge of Asia 
and Africa. I hope it will rise in time. 
I hope also it will see not only its 
security and its happiness bound up with 
this response, but its economic pros- 
perity as well. For an economically de- 
veloping Asia and Africa can contribute 
mightily to the economic development of 
the United States itself. But my deepest 
hope is that all this will happen within 
the framework of freedom and for the 
sake of freedom; for the genuinely free 
man and the genuinely free society are 
infinitely more important than all ma- 
terial prosperity and all standards of 
living. 

“The real challenge is neither in the 
political nor in the economic sphere. The 
real challenge is in the domain of the 
spirit.” 


Who Is to Win Their Minds 


Answering the natural question, Have 
we not shared enough of our substance ? 
Dr. Malik said, “In answer I should say, 
would that things were as simple as all 
that! There is a much greater delicate 
unity about the world than the com- 
placent are prepared to admit, Barring 
unforeseen developments, you will be 
very lucky if you can get away with 
half of your substance before the present 
age of troubles is over. 

“The question is: Who is going to 
Win the mind and heart of Asia and 
Africa? To confine America’s meaning 
to Asia and Africa only to the military, 
the political, the economic, is to do 
grievous injustice to the wonderful 
Spiritual riches with which this country 
Is blessed. : 


The Three Dangers 


“ . 

It is possible to hold that despite 
every estrangement and failing, and 
Provided three dangers are faced and 
met, America will in the end fare well 
in the battle for the heart and mind of 
Asia and Africa, 

The three dangers are: a_ possible 
weakening in America’s faith in its own 
me itte values; the wave of compla- 
ona ease and comfort that is threaten- 
» Foe only America but many another 
dat Pon the existence of organized, 
ail Mes in league with each: other 
ic ee the world, whose only concern 
= ad acken the name of America and 
hag WA ie everything that is avari- 
dae and evil. No greater and more 
Sent task faces America in its deal- 





ings with Asia and Africa than that of 
accurately defining and effectively over- 
coming these three dangers.” 


Need To Strengthen 
State Supervision 

GOVERNOR MEYNER TELLS LIAA 

Degree of Federal Control 


Inevitable; Significance of 
O’Mahoney Inquiry 





Some 





Many phases of insurance regulation 
are in a kind of no-man’s land awaiting 
statutory and judicial interpretation and 


the whole issue of state versus federal 
regulation is in flux, Governor Robert 
B. Meyner of New Jersey told Life 
Insurance Association of America at 
its meeting in New York last week. 
It is up to the state Insurance Depart- 
ments to strengthen their supervisory 
powers and performance, he said, because 
the Southeastern Underwriters case de- 


claring insurance commerce and subject 
to federal regulation left the door open 
(Continued on Page 13) 





ROBERT A. SCHENKELBERG was named Cleveland General Agent for the Berkshire Life in 1954. He entered the business as an Agent 
in 1940. After four successful years of personal production, he was made a Supervisor and in 1946 he became a Manager. 


pom 


nr oo ena 


meet every kind of sales situation.” 


“Pye heard new Berkshire agents praise the effectiveness of 


their basic training.” 


“That’s only the beginning! Berkshire’s training program 
never ends. It utilizes the most modern audio-visual tech- 
niques — including motion pictures that simulate actual 
sales conditions—to develop and maintain peak sales ef- 
ficiency. Coupled with basic through advanced texts, it’s 


hard to beat.” , 


“That certainly sounds like a terrific program. And it makes 
good sense! I know from experience that it takes more 


before it’s even developed, simply by taking a man’s 
sales ability for granted. Berkshire’s field management 
takes nothing for granted...in equipping its agents to 


ma Corer! 
sales talent 
can be 


peynte Bst SS 


destroyed... 
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than text-book learning to make a successful salesman.” 


“Berkshire’s training people learned from experience, too! 
They know the value of training, effective and continuing 


supervision, and how it affects a salesman’s income. That’s 






growth in the industry! 


ERKS HIRE 


why I’m convinced today Berkshire pre- 
sents the greatest potential for personal 
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LIFE INSURANCE CoO. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President ; 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * AMUTUAL COMPANY ° 1851 
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Phoenix Mutual Life Promotions 


Hugh S. Campbell Made Vice President and Counsel; Robert 
T. Jackson Second Vice President and Actuary; A. E. 
Erickson, Jr., and Carl M. Wissinger Also Appointed 


Four promotions in the staff of the 
Phoenix Mutual Life were announced 
following the regular meeting of the 
company’s board of directors. 

Hugh S. Campbell was advanced to 
vice president and counsel; Robert T. 
Jackson to second vice president and 





ie 


HUGH S. CAMPBELL 


associate actuary; Arthur E. Erickson, 
Jr., to assistant actuary, and Carl 
Wissinger to mortgage secretary. 


Careers 


Mr. Campbell joined Phoenix Mutual 
in 1933 following his graduation from 
Trinity College, where he was elected 
a member of Phi Beta Kappa. In 1937 
he graduated cum laude from the Hart- 
ford College of Law and was admitted 
to the Connecticut Bar. The same year 
he was named company attorney. Elected 
assistant counsel in 1946, he was ad- 
vanced to counsel in 1948, secretary and 
counsel in 1951, and second vice presi- 
dent and counsel in 1955. He is a past 
president of the National Alumni Asso- 
ciation of Trinity College and an alumni 
trustee. 

Robert T. Jackson is a graduate of 





First Colony Appoints 
O. A. George in Baltimore 


Oscar A. George has been appointed 
agency manager for First Colony Life 
in Baltimore. Announcement was made 
by Meade McMillen, executive vice pres- 
ident and director of agencies, at the 
company’s home office in Lynchburg, Va. 

Mr. George was born in Czechoslav- 
akia, and received a masters degree in 
law and political science from the Uni- 
versity of Budapest in 1944. Speaking 
and writing seven languages fluently, 
Mr. George later became an interpreter 
for the British occupation forces until 
he arrived in the United States in 1950 
with his wife and two children. 

His first two years in this country he 
was a clothing salesman in Baltimore, 
and a school teacher in Winchester, Va. 
He then entered the insurance business 
in Atlanta, Ga., as a life agent. He re- 
turned to Baltimore in 1955. During the 
year 1957, associated with the Life In- 
surance Company of Virginia, he made 
an outstanding record as the leading pro- 
ducer for the company with a volume 
in excess of one million dollars. 

Mr. George has completed LUTC, 
A. & S courses, and the first year life 
course. He has qualified for a company 
convention, every year he has been in 
the business. He became an American 
citizen in January, 1956. 





Yale University, where he was Phi Beta 
Kappa, and the Hartford College of Law. 
Joining Phoenix Mutual’s actuarial de- 
partment in 1939, he was named actuarial 
assistant in 1947, assistant actuary in 
1949, associate actuary in 1954, and sec- 
retary and associate actuary in 1957. 





ROBERT T. JACKSON 


Mr. Jackson is a fellow of the Society 
of Actuaries and a member of the Con- 
necticut Bar. 

Arthur E. Erickson, Jr., is a graduate 
of Brown University and joined Phoenix 
Mutual in 1953 after serving three years 
as an Officer in the Navy. In 1955 he was 
advanced to actuarial assistant with the 
rank of supervisor and in 1957, actuarial 
assistant with the rank of manager. Mr. 
Erickson is also a fellow of the Society 
of Actuaries. 

Carl M. Wissinger is a graduate of 
the University of Connecticut with a 
degree in engineering. Prior to World 
War II he was with the mortgage de- 
partment of the Society for Savings in 
Hartford. Returning from overseas with 
the rank of lieutenant colonel, he joined 
Phoenix Mutual’s Hartford mortgage 
office in 1946. Since 1955 he has been 
manager of city loans. 














LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 





PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 





Life of Georgia’s New 
Monthly Premium Line 


Life of Georgia has introduced a new 


monthly premium line of contracts, 
named the President’s Thrift Series, con- 
sisting of six adult and six juvenile plans 
designed for service on a debit ‘basis 
intermediate to Industrial and Ordinary 
insurance. 

Contracts will be issued in most cases 
for amounts from $500 to $3,000 and have 
several benefit features which are stand- 
ard for the policies. These include acci- 
dental death from age five to 65, travel 
accident death benefit for ages 15 to 65, 
specific loss benefit (for loss of eyes, 
hands, feet) with premiums waiver, cash 
or loan values beginning at the end of 
the third year, and extended term insur- 
ance as an automatic non-forfeiture pro- 
vision. 

Among the adult contracts is a fam- 
ily maintenance plan, issued to age 55. 
This policy becomes paid up at 65. If 
insured dies before that age, benefit 
is face amount plus 12 monthly install- 
ments of $100 for each $1,000 of insur- 
ance. Election to commute may be made 
by the insured, or by the beneficiary 
after death of insured. 

Other adult plans are: Ordinary life, 
issued to age 70; life paid up at 65, 
issued to age 55; 20-pay life, issued to 
age 65; endowment at 65, issued to age 
55 for not less than $1,000; and the a- 
plus plan, issued to age 45 for not less 
than $1,000. A-plus plan paid up in 20 
years, endows at 65, and premiums are 
refunded if death occurs during the pre- 
mium-paying period. 

The juvenile contracts are full benefit, 
except age 0 issues are one-fourth to 
age six months. The juvenile contracts 
are: the A-plus plan, life paid up at 65, 
20-pay life, 10-pay life, 20-Year endow- 
ment, and endowment at 19. Premium 
insurance to age 22 is available with 
these plans, 





FRANK McCAFFREY 








WUTUALZ LIFE INSURANCE COMPANY 
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Ask M. L. CAMPS AGENCY 


about 


JOHN HANCOCK’S 


NEW FIVE YEAR RENEWABLE TERM POLICY 
RENEWABLE TO AGE 65 


NEW ONE PARENT FAMILY POLICY ISSUED AT 
emma AGES 18 TO 55 


Call us for Fall Sn formation 


ABE EISEN, C.L.U. 
OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


LARRY CAMPS 
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Made Occidental Director 











Fabian Bachrach 
JOHN A. STEEL 


Indicating a closer relationship  be- 
tween insurance companies owned by 
Transamerica Corp., John A. Steel, pres- 
ident of Pacific National Insurance 
Group, has been elected to the board 
of Occidental Life of California and Oc- 
cidental’s President Horace W. Brower 
has been named a director of Pacific 
National Fire Insurance Co. Mr. Brower 
is also a director of Transamerica, hav- 
ing been elected to the board earlier 
this year. 

Mr. Steel, a San 
is a director of Pacific National Fire, 
Manufacturers Fire, Manufacturers Cas- 
ualty and Paramount Fire. All these 
companies are Transamerica-owned and 
form the Pacific National Group. 

A native of Oklahoma, Mr. Steel wa 
elected president of Pacific National Fire 
in 1956, and last year was named to 
head the entire Pacific National Group. 
From 1935 to 1941, he was_ associate’ 
with Mitchell, Gartner and Thompso! 
Agency, Ft. Worth. He served as @! 
infantry captain during World War II, 
and in 1945 was named manager of Home 
Indemnity Co. in Texas and Oklahoma. 
In 1951, he was appointed executive vite 
president and general manager of Soutl- 
west General Insurance Co., and wa 
made president in 1955. 


Francisco resident, 













General American Names 


Associate General Aget! 
William IF. Ogle has been appointe’ 
associate general agent in his father’ 
agency, the J. Orlando Ogle Agency, ; 
Birmingham, Ala., for General Americ 
Life. His brother, James O. Ogle, i 
is also am associate general agent! 
the agency. 

William Ogle has been in the A te 
Management Training Program if He 
home office of General American o 
St. Louis, for over three years. A yet 
of Birmingham, he is a 1953 gradi 
of Howard College where he was at 
in sports. 
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Merry (shristmas 


Christmas as expressed by happy family reunions . . . 
the spirit of Christmas as symbolized by church bells 


THOUGH OTHER THINGS may change in this world of 
ours, Christmas remains forever the same . . . a season 
of joy and hope and love and faith. 

We of Metropolitan Life . . . whose privilege it is 
to serve so many families in the United States and 
Canada . . . greet you in the ancient and abiding 
spirit of that first Christmas observed so long ago 
under the stars of Bethlehem. 

May you know the warmth, the joy and the love of 


and chimes . . . and the faith of Christmas as ex- 
pressed in our worship of the Almighty. 

As a New Year dawns, we hope it will bring you 
the fullest measure of health, happiness, progress . . . 
and peace and contentment of mind and heart. And 
may these blessings be with you throughout all the 
years that lie ahead. 


METROPOLITAN LIFE INSURANCE COMPANY (A Mutua/ Company) 1 Madison Avenue, New York 10, N.Y. 
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Canada Life Actuarial Changes 


J. Gordon Beatty Relinquishes Actuarial Duties, Continues as 
Vice President; D. M. Ellis and J. R. Gray Have Been 


Appointed Actuaries; Three Associate Actuaries 
M.C., Fellow of the British Institute of Actu- 
aries. He is also an honorary member 
of Spanish Institute of Actuaries. 

He was until recently, Canadian vice 
president of the Permanent Committee 


J. Gordon Beatty, vice president 


and actuary, Canada Life, is relinquishing 
his repsonsibilities as actuary but is con- 
tinuing as vice president and goes on 
the board of directors. 


D. M. Ellis and 





Milne Studios, Ltd. D. M. ELLIS 
J. R. GRAY 
J. R Gray have been appointed actuaries for the International Congresses of 
of the company. Actuaries, and has attended actuarial 
Mr. Beatty for two years was president gatherings in Rome, Paris, London, 
of American Institute of Actuaries (now Amsterdam, Madrid and Edinburgh. He 
Society of Actuaries) and while holding was vice chairman of the committee 


this office was elected an Honorary which organized an International Con- 








We give you 
the tools! 


. up-to-date, constantly im- 
proving, field-tested sales tools! 
For example, our new SMALL 
GROUP LIFE INSURANCE kit 
includes: sales letter; sales talk: 
employer, employee, and 
general sales folders: all 
necessary forms and instruc - 
tions—all in one, neat file-fold- 
er package ready to complete 
the sale! Find out more about 
the advantages UNITED LIFE 


agents enjoy . write now! 


UNITED LIFE anp 
ACCIDENT INSURANCE CO. 


CONCORD, NEW HAMPSHIRE 





Write H. V. Staehle, Jr., C.L.U., 
Pres., United Life, 10 White Street, Concord, N. H. STATES 
SERVED: Cal., Conn., Del., D. C., *La., Me., Md., Mass., 
*Mich., N.H., N.J., N.C., *Ohio, *Pa., R.1., $.C., Vt., Va. 


*General Agency Opportunities Available 


Field Management Vice 


Overseas territories available 





Brokerage opportunities available 














J. GORDON BEATTY 


gress of Actuz ries in New York in 1957. 
He has been associated with the actuarial 
division of Canada Life since 1919. 


Careers of Ellis and Gray 


An honor graduate in mathematics and 
physics of Queen’s University, Kingston, 
Mr. Ellis became associated with actu- 
arial division of Canada Life in 1928. 
A Fellow of Society of Actuaries since 
1935 he was appointed assistant actuary 
in 1941. For the past eight years he 
has been an associate actuary. 

Mr. Gray joined Canada Life in 1924 
and completed his Actuarial Society 
Fellowship examinations before the mini- 
mum age for enrollment. Less than five 
years later, he was appointed assistant 
actuary. During the war, he served 
overseas and with the Wartime Prices 


Robert W. Russell Named _ 
By Central Standard Life 


Vice President and Agency Director 
John M. Laflin of Central Standard Life 
of Chicago, recently announced the ap. 
pointment of Robert W. Russell as as. 
sistant to the agency vice president. Mr. 
Russell will maintain headquarter $ in 
Peoria, IIl., and supervise Central Stand- 
ard activities in central and southerp 
Illinois. Prior to associating with Cen. 
tral Standard he was with John Hancock 
in Peoria as a supervisor. 

Central Standard Life, founded jn 
1905, currently operates in 25 states, Dis. 
trict of Columbia and Hawaii. The com- 
pany writes life and accident and sick- 
ness coverage. Central Standard _ has 
over $362 million in force, and over $103 
million in assets. 





Edmon Rinehart To Become 


Commissioner of Alabama 


The December 12 issue of The Eastern 
Underwriter carrying a_ story on the 
appointment of Edmon L. Rinehart as 
Insurance Commissioner of Alabama, 
erroneously stated, in the head, that he 
was to become Tennessee Commissioner, 
Mr. Rinehart, who is now serving as 
assistant attorney general, — succeeds 
James H. Horn, according to an an- 
nouncement by Governor-elect John 
Patterson. 


and Trade Board. In 1950 he 
er an associate actuary. 
Rooke, J. B. Walker, and W. B. 
Waal, have been appointed associate 
actuaries of the company. All three are 
graduates of University of Toronto. 
Following service during the last war, 
they joined Canada Life; qualified as 
Fellows of the Society of Actuaries, and 
during the past 12 years have assumed 
increasing responsibilities. In 1951 they 


was ap- 


were appointed assistant actuaries. 











Don’t look 







now, Herman, 
... but your 


coat’s too long! 

























It’s sort of senseless to 












wear a long coat to cover 





up the fact you’ve been 





sittin’ too much. If you 











really want to go places, 





it’s time to look into an 





exclusive BROKERAGE 








OPPORTUNITY with the 





“GO” company. Contact 
Ed Nadalin, Assistant Vice 


















President and Director 





















of Brokerage. 























Republic National Life insurance company 


NORTH CENTRAL EXPRESSWAY © 


LIFE e ACCIDENT © SICKNESS © MEDICAL AND SURGICAL REIMBURSEMENT © HOSPITALIZATION 
GROUP © FRANCHISE © BROKERAGE e COMPLETE REINSURANCE FACILITIES 


DALLAS, TEXAS 
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Boston Actuaries Meet 

A discussion of company plans for 
meeting their responsibilities under the 
“Welfare and Pension Plans Disclosure 
Act” was featured at the meeting of 
the Actuaries’ Club of Boston held 
recently at the Harvard Club of Boston. 
Harold M. Jones, John Hancock, was 
chairman for this meeting. Other dis- 
cussion topics dealt with Federal taxa- 
tion, lapse rates and certification or 
licensing of actuaries. 

William L. Barber, Union Mutual, was 
first vice chairman, John Marcarchuk, 
second yice chairman and Robert H. 
Hoskins, John Hancock, secretary-treas- 
urer. 


K. D. Seiter Promoted 


Kenneth D. Seiter, staff manager in 
the Newark, Ohio, detached district of- 
fice of The Prudential has been pro- 
moted to manager of the company’s 
Lorain district office, according to 
Charles W. Campbell, vice president in 
charge of Prudential’s south-central op- 
erations. 

A native of Marion, Ohio, Mr. Seiter 
attended public schools there. After 
studying at the University of Cincinnati, 
he joined Prudential as an agent in the 
Zanesville district in 1926. He was pro- 
noted to staff manager in that district’s 
detached office in Newark in 1930. 








MARKS 25TH ANNIVERSARY 

Charlton G. Standeford, Fresno, Cal., 
general agent of Pacific Mutual Life, 
recently celebrated his 25th anniversary 
in that capacity. 


Gov. Meyner Talk 


(Continued from Page 9) 





wherever the states fail in regulation. 
Public Law 15 upholding the right of 
the states to regulate insurance, is “no 
bombproof shelter: for state regulation,” 
said Governor Meyner. He said some 
degree of federal regulation was inevi- 
table. 


Suggests Industry Study 


A suggestion that the insurance in- 
dustry undertake a study of state regu- 
lation was made by Governor Meyner 
with special reference to these questions: 

What should be assigned to Congress ? 
(It is no longer a question whether 
anything should be assigned—Congress 
is already in the business of regulating 
insurance as well as in the business of 
insurance itself.) 

What should be assigned to the states ? 
(Since the Southeastern Underwriters 
decision, there is no question that state 
power is dependent on the will—indeed, 
on the pleasure of Congress.) 

What should be taken out of state 
statutes as no longer needed, in the 
light of the maturity of the industry and 
the broad administrative powers usual 
in the regulation of the industry? 

Wiat should he added to state statutes 
to make certain that the states are 
fulfilling all of their obligations and re- 
Sponsibilities under Public Law 15? 

“It seems to me,” said Governor 
Meyner, “that to embark upon such a 
study would be a statesmanlike act on 
the part of your industry and I believe 
it would be welcomed by state insurance 
commissions and Congress alike. I have 
teferred to insurance as a ‘business’ and 
as an ‘industry,’ but it is much more 
than that. It is a national institution. 
The figures show that 120 million Ameri- 
cans own more than $500 billion of life 
iistrance alone, to say nothing of the 
illions in other types of insurance. The 
soundness of this great trust is of the 
live ~a importance in the intimate 
ol the people. Moreover, the way 
af mrs company funds are invested is 
a ound concern to the American 
ea If, by the process of self- 
a hey and improvement, you can 
you wil ho ee powers in their tasks, 
aly he performing a service not 

Y to yourselves but to the nation.” 


LINCOLN NAT’L SUPERVISOR 

Pat McGeorge has been named super- 
visor in the E. M. Ussery Agency, which 
represents Lincoln National Life in Co- 
lumbia, S. C. 

Mr. McGeorge has a background of 
eight years in the field of life insurance 
selling. In addition to service as a spe- 
cial agent, he also held the positions of 
district manager and later state produc- 
tion manager (Industrial and Ordinary) 
for his company. 





FRANK AMMONS MADE MANAGER 

Frank Ammons has been appointed 
manager of Life Insurance Co. of Vir- 
ginia’s Dallas Ordinary agency. 

Mr. Ammons, a native of Indiana, is 
a graduate of Goshen College and George 
Williams College, where he received his 
Master’s degree in 1941. Since 1952 he 
has been associated with New York Life 
in various capacities, most recently serv- 
ing as brokerage supervisor of that com- 
pany’s Dallas agency. 





HOMESTEADERS LIFE GAIN 
New business of Homesteaders Life 
during the month of November showed 
an increase of 482% over November, 
1957. The gain for the first 11 months 
of the year is 244% according to an 
announcement made by Geo. L. Hamlin, 
CLU, superintendent of agencies. 
Leading agency for the month was 
the H. Baird Whitaker agency, Denver, 
and the leading personal producer was 
Mendal Edwards of the Denver agency. 





A special group life msurance plan 
for firms with 10 or more employees . . . 


Ptr 


a» 





PLAN 


ii ame yet 
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OUTSTANDING BENEFIT FORMULA 


Each employee is insured for 14 times income up to $40,000 





Pe a SELLE 


—state laws permitting. 


Accidental Death & Dismemberment benefits available in 
equally large amounts. 24-hour coverage for non-hazardous 


groups. 





LOW NET COST 


Standardized benefit formula, high average amounts, large 
over-all volume of issue—all permit efficient handling to 
yield excellent results through dividend formula. Scale for 
10-100 lives provides dividend at end of each policy year 
STARTING WITH THE FIRST! 


SPE 


LIBERALIZED HEALTH REQUIREMENTS 
For groups with 10-24 employees: 





No evidence of insurability required for employees earning 
less than $10,000 annually. Simple, short, medical history 
form for those earning $10,000 or more. 


For groups with 25-99 employees: 
NO EVIDENCE OF INSURABILITY REQUIRED! 





PHOENIX MUTUAL LIFE 


INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 
Organized in 1851 
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Thompson Chief Agency 
Officer Western Life 


LOANE RANDALL IS SALES V.P. 
George Parsons Becomes Director of 
Sales Promotion and Jack Hallo- 
well Director of Publicity 


Luther G. Thompson, CLU, Helena, 
Montana has becn named chief agency 
officer for Western Life and chairman 
of the agency committee, President RK. 
B. Richardson has announced. 

Mr. Thompson, associated with West- 
ern Life since 1944, recently was elected 
agency administrative vice president in 
charge of Western Life’s agencies na- 
tionwide. He succeeds Lee Cannon, who 
retired in August after 25 years with 
the company. 

Mr. Thompson formerly was Western’s 
superintendent of agencies in the Inter- 
mountain Territory. He is a graduate of 
University of Michigan, receiving his de- 
gree in actuarial science in 1931. Prior 
to joining Western Life he was associ- 
ated with National Fidelity Life, Kansas 
City, and was vice president and man- 
ager of agencies for George Washing- 
ton Life, Charleston, W. Va. 

Loane Randall has been named sales 
vice president for the company’s Western 
region. Superintendent of agencies for 
the Intermountain Territory since Febru- 
ary, he graduated in law from University 
of Minnesota, started his life insurance 
career with Mutual Life of New York 
and later was associated with State 
Mutual of Worcester. In 1954 he quali- 
fied for the Million Dollar Round Table. 
He was executive vice president of St. 
Paul Hospital and Casualty Co. before 
joining Western Life. 

George B. Parsons, CLU, St. Paul, 
Minnesota has been named director of 
sales promotion and Jack Hallowell, has 
been appointed director of publicity. 

Mr. Parsons, 37, also is a University 
of Minnesota graduate, earning his de- 
gree in journalism. He has been sales 
promotion manager for Northwestern 
National Life. With Western, his office 
will be in St. Paul. 

Mr. Hallowell, 38, a graduate of Mon- 
tana State University’s school of jour- 
nalism, has been advertising director of 
Montana since 1954 and was in charge 
of the state’s tourist promotion program. 
He is a former reporter for the Post- 
Standard in Butte and sports writer for 
the Great Falls Tribune and Leader. He 
spent three years with Cogswell Agency 
in Great Falls in the general insurance 


field. 











LOMA Membership Roster 


The 1958-59 membership roster of the 
Life Office Management Association has 
been mailed to member companies, ac- 
companied by a letter from Roy A. Mac- 
Donald, managing director of the Associ- 
ation, pointing out some of the changes 
made in this year’s edition. 

The 54-page booklet lists 346 member 
companies, compared with 334 in the 
1957-58 edition. Their home offices are 
located in 106 cities in 44 states; 11 cities 
in six provinces of Canada; Washington, 
D. C.; Hawaii; Guam and 21 foreign 
countries. 

In the new roster, the street address 
of each member company has been add- 
ed. The company’s principal representa- 
tive in LOMA is designated by a symbol 
and the educational representative by 
another symbol. The list of staff officers 
in the 1957-58 edition has been supple- 
mented to include administrative staff 
members of LOMA. 

Following the alphabetical listing of 
member companies, there is again a sec- 
tion showing a breakdown of member- 
ship by states, provinces, territories and 
foreign countries. 

As in past issues, there is a listing of 
committee functions and personnel, and 
another showing officers, directors and 
past presidents of LOMA. To make the 
current membership roster readily dis- 
tinguishable from past issues, a new 
color scheme, biue ink on a gray stock, 
was used on the cover of the 1958-59 
issue. 


THE LAPAYRITE LIFE INSURANCE COMPANY, ROME OFFICE 





Since 1919, Lafayette Life has owned and occupied one of the larger downtown 
buildings in Lafayette, Ind. Because of rapid growth and an extensive expansion 
program, these quarters were outgrown and a new and spacious million-dollar 
building has been under construction on the southern outskirts of the city. This 
was completed recently and today Lafayette Life moves to its new location with all 
departments open for business on Monday. 


The new building, with 40,000 square feet of floor space, consists of an executive 
wing, general office area, and a cafeteria to accommodate executives officers and 
employes. Although the floor space is adequate to meet demands for the present 
and immediate future, the new building has been designed on a flexible plan to 
permit expansion. Lafayette Life’s insurance in force has doubled during the 
past five years, while the average annual increase in new paid for business for 
the past seven years has been 35%. 








A Pro In His Profession 


The man on the right is a pro in his profession. 


To the BMA representative, this means providing 
for his client the greatest possible protection, friendly 
assistance and personal interest in his family’s welfare. 
The BMA representative has been well trained and 
knows how to use the tools of his profession to solve 
business and tax problems, as well as family needs. 


Just one of the many special services he has to 
offer is the BMA “22”-“30” Savings Plan. It saves three 
kinds of dollars for his client — for retirement, for his 
family in case of death and for cash emergencies. 


It’s well designed plans like this that enable the 
BMA representative to do a professional job in every 
situation. 

0 


BMA 
a 


Life @ 
Reinsurance e 


Business MeEn’s ASSURANCE 


6 


Home Office: BMA Building, Kansas City 41, Missouri 





Accident and Health e 
Hospitalization'*” ~~ 


Major Medical Expense 
Group Plans © Annuities 





VVVVVVVVVVVV VY 
AGENCY V. P. 


A fast growing, progressive 
Eastern Company needs a capable 
Vice President to head up expand. 
ing sales organization for Health, 
Accident and Ordinary Life Insur- 
ance Production. Unusual spot for 
aggressive, energetic, experienced 
man. Salary to $15,000, plus oppor- 
tunity and additional benefits. 

This is one of our current open- 
ings for all types of top-flight 
insurance executives. 

Let us help you plan NOW for 
a GOOD ‘59! 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 ‘LOcust 8-1164 
“More than 20 Years Insurance 
Recruiting" 
4 fy fy fy fi fr, hi, hr, lM, Mn, ll, 








Institute’s Asst. Treasurer 





Fabian Bachrach 
GEORGE G. HILL 


George G. Hill was elected assistant 
treasurer of the Institute of Life Insur- 
ance last week. Mr, Hill joined the Insti- 
tute staff as accountant in 1957. Prior 
to that he was accountant in the trezs- 
urer’s department of the General Mo- 
tors Acceptance Corp. 

A graduate of Muhlenberg College and 
a veteran of World War II, serving with 
the Army Signal Corps, Mr. Hill resides 
in Livingston, N. J., with his wife and 
four children. He is active in his com- 
munity’s Red Cross and Little League 
programs, 





Prudential Promotes Long; 
Succeeds John E. North 


Forrest D. Long has been promoted to 
director of agencies of The Prudential’s 
central Pennsylvania region, headquat- 
tered in Harrisburg. He succeeds John 
E. North, now head of the companys 
Delaware-Maryland region, which has its 
headquarters in Baltimore. i 

Mr. Long will supervise 14 district 
sales offices, employing more than. 
persons; Mr. North, 13 district offices, 
employing more ‘than 600 persons. 





















Ear 
tal Li 
since 
office 
presid 
W. B 
signm 
liam 
chargé 
with; 
and ac 

Mr. 
grouns 
manag 
sistent 
tions, 
“Leadi 
holds 
this y 
than $ 
“An 
trom | 
alter s 
serve | 
depart: 
pany’s 
handle: 
sales 
ceived 
degree 

of the 


He | 
1944 at 
followiy 
departr 
fome 
Califor 
the ass 
the Pas 
NALU 
the Pas 
tive in 
Roses \ 


Shena 

Twen 
agers at 
Meeting 
Office i; 
Meeting 
Clement 
ot agen: 


Mr. Long joined Prudential as ® @ Mana 
agent in Harrisburg in 1932. He was & Newton, 
named manager in Reading in 1945, an Teport ¢ 
was transferred-to Harrisburg in Operatio: 
to head the Capitol Park office. The J manage; 
following year, he was named head o & attaining 
the newly created West Shore office. during 

Mr. North joined Prudential in 1951 Sram of 
as director ‘of sickness and accidett & Shenang 
sales. He was named director of age!” M As a 
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Made 2nd Vice President 
Occidental Life of Calif. 





EARL CLARK 


Earl Clark, CLU, manager of Occiden- 
tal Life of California’s Pasadena branch 
since 1949, will join the company’s home 
office agency department as second vice 
presidént January 1, President Horace 
W. Brower announced. In his new as- 
signment Mr, Clark will work with Wil- 
liam B. Stannard, vice president in 
charge of agencies, to acquaint himself 
with all phases of agency management 
and administration. 

Mr. Clark’s record shows a wide back- 
ground of successful experience in sales, 
management and administration. A con- 
sistent qualifier for Occidental conven- 
tions, he was installed in the company’s 
‘Leading Producers Club” in 1953. He 
holds the National Quality Award and 
this year will personally produce more 
than $1 million of life insurance. 

_A native of Kansas, Clark graduated 
rom Kansas State College in 1939 and 
alter serving a year with American Re- 
serve Life joined Occidental’s advertising 
department where he edited the com- 
pany’s field publication, PULSE, and 
handled various other advertising and 
sales promotion assignments. He re- 
ceived his Chartered Life Underwriter 
degree in 1956, and served as president 
ot the San Gabriel Valley Life Under- 
writers Association in 1954-55, 

He left for service in the Navy in 
144 and returned to the company the 
lollowing year and joined the agency 
department staff. In 1946 he was named 
Home Office supervisor for Southern 
California and three years later accepted 
the assignment as the first manager of 
the Pasadena branch. In addition to his 

-U activities, Clark is a member of 
the Pasadena University Club and is ac- 
live in the Pasadena Tournament of 
Roses \ssociation. 


Shenandoah Managers Meet 
_ Twenty-five Shenandoah Life man- 
‘gers attended the 1958 annual managers’ 


one held in the company’s home 
office in Roanoke, Va. The three-day 
meeting was directed by G. Frank 


Clement, CLU, vice president in charge 
ol agencies for Shenandoah Life. 

Ne anagers attending heard Blake T. 
‘ewton, Jr., president of the company, 
report on the results of the company’s 
operation in 1958. He complimented the 
uegers on their successful efforts in 
attaining the company’s production goal 
waar the first year of a five-year pro- 
Ghat of growth and development, which 
enandoah Life adopted in 1958. 

Sian a part of the program, Le Roy 
pe “a er, nationally-known lecturer, 
Nducted a study course on the tech- 


'ques of prol solvi i i 
thinking. problem solving with creative 


Book Published for Life 
Insurance Agency Heads 


Financial management of the agency, 
treated by means of actual agency prob- 
lems, is the subject of a book just pub- 
lished for life insurance agency heads 
and home office executives. Designed 
to fit the recently overhauled manage- 
ment education program of the Ameri- 
can College of Life Underwriters, the 
volume is believed to fill the need for a 
carefully defined treatment of the sub- 
ject in terms that will apply to the oper- 
ations of many types of agencies. 


THE MUTUAL BENEFIT. LIFE 


the next textbook are 


Authors _of I 
Wallis Boileau, Jr., second vice presi- 


dent, Penn Mutual Life; Armand C. 
Stalnaker, CLU, executive general man- 
ager, Ordinary agencies department, 


Prudential; and Thomas J. Luck, direc- 
tor of management education, American 
College of Life Underwriters. 

On the premise that modern business 
competition and inflationary pressures 


make the financial management of life 
insurance agencies more important than 
ever, the volume was originally proposed 
by William Eugene Hays, CLU, general 
agent in Boston for New England Life; 
and outlined by Dr. Luck. 


THE MAN FROM 
MUTUAL BENEFIT LIFE 
GETS REGULAR 

BUSINESS BOOSTERS 


Boosters, in the form of the most compre- 
hensive sales aids in the life insurance field, 
assure the Mutual Benefit Life Career Man’s 
future. 

To help him diagnose a client’s needs 
and promote the unique advantages of 
TRUE SECURITY, Mutual Benefit Life 
provides such specialized professional tools as: 


INSURANCE COMPANY, NEWARK, NEW JERSEY 


Co 29 1958 





Philadelphia Life Gains 


Joseph E. Boettner, CLU, president, 
Philadelphia Life, announced that paid 
business for the year at the end of 
November exceeded the amount paid for 


during the entire year of 1957. For the 
first 11 months of this year the company 
has experienced a 20% increase over the 
same period last year. 

For the month of November paid busi- 
ness figures amounted to a 20% increase 
over November, 1957. 

Insurance in force showed a 15% gain 
over the same period in 1957. 










































Audio-visual presentations, each thor- 
oughly sales-tested before he gets them. 


Merchandising and educational material 
such as the following, designed to reach 
the most lucrative individual prospects: 


a. SELECTIVE GROUP MERCHANDISING— 
An advanced prospecting and selling con- 
cept for intimate contact with the business 
and professional leaders of today—and 
tomorrow. 

b. MEDICAL FIELD KIT AND “MD” PLAN— 
Complete guides to the monied medical 
market. 

c. SELECTIVE INCENTIVE PLAN— 

Brand new packaging of a dynamic selling 
idea to meet the needs of many businesses 
which find usual employee benefit plans 
inadequate. 


Modern selling aids such as these assure 
the Mutual Benefit Life man of a more 
‘productive and rewarding career—a more 
predictable and comfortable future. They, 
promote TRUE SECURITY not only for 
his clients, but for his family and himself. 


MUTUAL BENEFIT 


The LI FE Insurance Company 
for TRUE SECURITY 
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Ins. Section Chairman 


New York Board of Trade 





Keystone 


CHARLES W. V. MEARES 


Charles W. V. Meares, vice president 
of New York Life, was elected chairman 
of the insurance section of the New 
York Board of Trade at the annual meet- 
ing held this week. Rankin Martin, 
resident vice president of Standard 
Accident; Alexander Heid, president of 
John A, Eckert & Co.; W. R. Ehrmann- 
traut, resident vice president, American 
Surety, were elected vice chairmen. 

New elected members of the executive 
committee are Alan Robinson, president, 
Yorkshire Ins. Co.; Harry J. Landen, 
vice president, Springfield Fire and 
Marine; John Adams, Adams & Porter; 
William R. McBean, executive vice presi- 
dent, Appleton & Cox; Henry E. Knob- 
lock, resident vice president, Fireman’s 
Fund. 

Ten members of the executive commit- 
tee were re-elected for a term of three 
years: Stephen Bedell, Maryland Casu- 
alty; John T. Byrne, Talbot Bird & Co., 
Inc.; George I. Gross, Powers, Kaplan & 
Berger ; Scott Harris, Joseph Froggatt & 
Co., Inc.; James M. Henderson, Fidelity 
& Deposit; D. J. Lyons, Guardian Life; 
Rankin Martin, Standard Accident; Ber- 
nard K. Sprung, Equitable Life Assur- 
ance Society; Julius L. Ullman, W. L. 
Perrin & Son, Inc.; Thomas Watters, Jr., 
Watters & Donovan. 

Also at the meeting, the recent death 
of Wallace Falvey, one of the organizers 
of the insurance section was noted by the 
adoption of a resolution of condolence. 

Mr. Meares, vice president in charge of 
personnel for New York Life, was born 
and educated in London, England. He 
spent his entire business career with New 
York Life, beginning in the actuarial de- 
partment in 1923. In 1940 he became 
assistant manager in the actuarial de- 
partment; in 1947, secretary of the com- 
pany; and in 1954 vice president in 
charge of personnel, 


Named by American Life 

The American Life and A. & H. Agen- 
cy of New York, Inc. has been appointed 
a general agent by American Life: Insur- 
ance Co. of New York, it was announced 
by William E. McKell, president. 

Fred D. Rappaport is president of the 
agency which maintains its office at 26 
Platt Street, New York. Mr. Rappaport 
received his B.A. Degree from Hobart 
College and studied at the School of 
Insurance of the Insurance Society of 
New York. He has been associated with 
J. B. Rappaport, Inc. 

The agency has a large brokerage fol- 
lowing in the metropolitan area and it 
will place its life, accident and sickness 
lines with American Life of New York, 
which is a member of the American 
Surety Group. 


Companion Life Promotes 


B. F. Brady to New Post 


Bernard F. Brady was recently elected 
assistant vice president and chief un- 
derwriter of Companion Life, New York. 
He formerly had served as assistant un- 
derwriting secretary for Companion. 

Mr. Brady joined the company in 1949 
immediately after it was formed and 
has held increasing positions of respon- 
sibility in the new business operations. 
In his new position, he will be respon- 
sible for direct administration of under- 
writing, policy issue, and other new 
business operations as well as_ special 
assignments throughout the company. 

He is a graduate of Manhattan Col- 
lege and has passed seven LOMA Insti- 
tute exams. He is active in the Catho- 
lic War Veterans Association and the 
Young Married Family Club in East 
Bronx, and is a member of the Home 
Office Underwriters Association and the 
Institute of Home Office Underwriters. 

Following the board meeting at which 
he was promoted, Mr. Brady was guest 
of honor at a luncheon with the board 
end the other officers of the company. 
Judge William F. Bleakley, chairman 
of the board, presided. 

V. J. Skutt, president, reported that 
Companion Life’s new business produc- 











MORGAN O. DOOLITTLE, 
President 





If you are LOOKING 
For A General Agency Opportunity— 
EMPIRE has a complete line of 
Competitive Plans 


LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Island, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 
Agency Vice Pres. 
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tion for the first three quarters of this 
year topped last year by 10.5%. Pre- 
mium income for the period was up 13%. 

He also announced that special cele- 
bration plans are being made for the 
company’s tenth anniversary next July. 










This multi-million 
dollar agency 
builder booklet, 


the Umbrella Plan, 
is reserved for: 


General Insurance Firms 
Full Time Life men 


now paying for more than 
$10,000 annually in 
Life premiums 


If you can meet the above qualifications, you will be interested in our 
GENERAL AGENCY OPPORTUNITY which features top com- 
pensation, super market coverage in Life, A&H, and Group insurance, 
plus liberal practices and practical sales helps. 


AVAILABLE ONLY IN: 


Maine —New Hampshire —Vermont —New Jersey — Pennsylvania — Delaware — Maryland 





Michigan—Minnesota—Missouri 


Washington, D. C.—Virginia—North Carolina—Florida—Ohio—Indiana—lllinois—Kentucky 








Asst. Director of Agencies 


DUKE KILGORE 


Duke Kilgore has been named assistant 
director of agencies for National Equtt) 
Life of Little Kock, Ark., it is announced 
by Robert Lowry, CLU, president. 

3efore joining National Equity, Mr. 
Kilgore served as sales consultant 10 
managers and agents and has wide ex- 
perience in creating sales materials, cop) 
writing and layout. He was at one time 
manager of the top agency for a prom 
nent Louisiana insurance firm, later setv- 
ing the company in recruiting, traming 
and supervision of new agents. He 1s : 
graduate of LSU and will assist John D. 
Griffiths, director of agencies. 


Conn. Mutual Life Appoints 
G. F. Bliss, R. F. Mathews 


Appointment of Gerald F. Bliss %€ 
head a newly-established district agen 
in Mobile, Ala., and Russell F. Mathews, 
CLU, as assistant general agent 
charge of the Phoenix district agenc) 
has been announced by the Connectictt! 
Mutual Life. 

Mr. Bliss served in the Merchatt 
Marine during World War II and later 
attended the University of Alabama 
American University and Washingto? 
College of Law. He has been in the Mt 
insurance business six years and is | rst 
vice president of the Life Underwriter 
Association in Mobile and vice preside" 
of the Alabama Association. a 

Mr. Mathews has been in the ¥ 
insurance business for 17 years and well! 
to Phoenix from Detroit. He is 4 De 
and has served as treasurer of the 1 
troit Life Underwriters Association. 
attended the University of Michigan 4 
Wayne University. 
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Bell Named Assistant 
Director Group Sales 





DONALD S. BELL 


Donald S. Bell has been appointed as- 
sistant director of Group sales at New 
England -Life, President O. Kelley 
Anderson announced. 

For the past three years he has been 
Group field supervisor at the Provident 
Life and Accident, Chattanooga, Tenn., 
and before that was with the John Han- 
cock. 

He is a graduate of Colgate University 
and an Army veteran of World War II. 


Truesdell to Retire As 
Pacific Mutual Gen’! Agent 


Rexford M. Truesdell, Pasadena gen- 
eral agent of Pacific Mutual Life since 
1941, has announced his retirement from 
that post to give his full time to serving 
personal clients. 

A native of Iowa, Mr. Truesdell began 
his insurance career as field agent for 
Equitable Life Assurance Society in 
Sioux City. He went to Southern Cali- 
fornia in 1932, and was assigned agency 
managerial responsibilities for Equitable 
in Glendale and then in Los Angeles 
Prior to his appointment as Pacific Mu- 
tual general agent in Pasadena. His 

asadena organization has expanded to 
keep pace with the growth of the area, 
and in 1948 was named “best all-around 
agency” in Pacific Mutual’s entire na- 
tionwide representation. 

Mr. Truesdell will continue to main- 
fain an office where he, as well as the 
members of his former agency staff, now 
will he associated with the Pacific Mu- 
tual Pasadena agency, managed by 
Eugene M. Felten. 





Bankers Nat’l Life to 
Increase Dividends by 5% 


_In 1959 policyholders of Bankers Na- 
tional Life of Montclair, N. J., will 
Feceive a total distribution of dividends 
amounting to an increase of approxi- 
Mately 5% over the amount set aside 
for 1958. 
; The dividend scale, as authorized by 
ro board of directors, will be substan- 
aa revised for 1959 as compared to 
0h used in 1958, to reflect a redistribu- 
_ of dividends by age and duration for 
OSt participating policies offered by the 


company, 

nt proceeds left under an 

el sett ement will be at 3% if 
a oy withdrawal privileges, | or 

il ne there are withdrawal privi- 
: e rate on dividends left at 


interest ; i ili 
ig and on pension trust auxiliary 
nds will be 3%. 


ESTATE PLANNERS QUARTERLY 





Among Features of December Issue Are 
Highlights of the Revenue 
Act of 1958 
Highlights of The Revenue Act of 
1958, plus a comprehensive report by 
attorney Sydney Winton on “The Elect- 
ing Corporation—a New Business Form,” 
are featured in. the December issue of 
Estate Planners Quarterly, 
Mr. Winton’s report details the quali- 
fications, method of taxation, practical 
benefits and problems, and the method 


of electing and terminating the election 
to be taxed as a small business corpora- 
tion. Basically the new law makes it 
possible for a qualifying business to be 
conducted in corporate form without in- 
curring a corporate income tax on its 
earnings. In general, the losses of such 
a corporation are taxed or allowed 
directly to its shareholders very much 
as if it were a partnership or individual 
proprietorship. The author advises “all 
closely held businesses to review their 
tax situation in the light of this new 
development.” 

The December Quarterly also features 
a report by Edward S. Churchill, CLU, 
well-known life member of the Million 
Dollar Round Table on a stock redemp- 
tion plan for junior participants. The 








For 
United Stakes Life 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 











problem considered is how to provide 
for the redemption of the stock of a 
junior participant who should unexpect- 
edly pass away. 

Completing the issue is a joint report 
by Chicago attorneys, John S. Pennish 
and Melvin Gray. The authors tell their 
client how to get cash from the family 
corporation after death, without reducing 
equity. Many aspects of business plan- 
ning are covered, including voluntary 
payments to the widow, redemption 
under Section 303, recapitalization and 
redemption, cross-purchase agreement 
and deferred compensation. 

In his preface to the issue, editor 
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Insured Homeowner 
Mortgages 
Interest Rates per Annum 
One Family Homes | Two Family Homes 





To 19 Yrs. @ 4%4% |To 19 Yrs. @ 514% 
To 25 Yrs. @ 5% To 25 Yrs. @ 52% 


Call 
1. ARTHUR YANOFPF, General Agent 
202 W. 40th St., New York, N. Y. 
LAckawanna 4-4469 
Eastern Life Insurance Cc. of N. Y. 
Home Office: New York, N.° Y. 











“ur 


Solomon Huber states that “There has 
been curious apathy on the part of many 
estate planners about the Revenue Act 
of 1958... much of it undeserved. 

The December issue completes the 
seventh year of publication for Estate 
Planners Quarterly, which features actual 
sales reports and presentations, rather 
than articles. Besides Solomon Huber, 
the editorial board is comprised of well- 
known life underwriters and attorneys. 
Lee Rosler is director of publications. 
The Quarterly is published by the Farns- 
worth Publishing Co., Inc., New York. 
Subscription price is $10 a year for four 
hard-cover books. 











O©LNL 


Modern Service In 


Pension Business 


Lincoln National's new pension department is streamlined for service . . . 


new policies . . . new guaranteed issue . . . new simplified underwriting 


Another reason for our ‘proud claim that LNL 


is geared to help its fieldmen. 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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Assistant Group Actuary 
Named By Mass. Mutual 





RAYMOND G. PEARSON 
Massachusetts Mutual Life, Spring- 
field, Mass., has announced the appoint- 
ment of Raymond G. Pearson as assist- 
ant Group actuary. He formerly was 
an actuarial assistant in the company’s 
Group insurance department. 

Born in Canada, Mr. Pearson attended 
public schools in his native London, On- 
tario, and was graduated from the Uni- 
versity of Western Ontario. He was 
employed by the Northern Life Associa- 
tion Co. of Canada for five years before 
he joined Massachusetts Mutual in 1953. 

Mr. Pearson was accepted earlier this 
year as a Fellow in the Society of Actu- 
aries, following successful completion of 
the society’s qualifying examinations. He 
had been the 
since 1953. 


an asse@ciate of society 





BANKERS NATIONAL CHANGES 


Dorothy G. McKay Made Registrar; 
P. P. Schoendorf Named Assistant 
Secretary, Underwriting 

Two new officers were elected by the 
board of directors of Bankers National 
Life, Montclair, N. J. Dorothy G. Mc- 
Kay was elected registrar of the com- 
pany, and Paul P. Schoendorf was elect- 
ed assistant secretary, underwriting. 

Mrs. McKay was born and educated 
in London, England. Her business ex- 
perience includes service with the Pub- 
lic Works Loan Board in London, and 
with Sun Life Assurance of Canada in 
its Jersey City branch office. She joined 
Bankers National Life in 1934 and most 
recently was responsible for accident and 
health applications in the underwriting 
department. 

Mr. Schoendorf, a native New Yorker, 
studied at City College of New York and 
St. John’s University Law School. A 
Navy veteran, he joined Bankers Na- 
tional Life after four years with Guar- 
dian Life in New York. 

At the same time, changes in titles 
were announced for several other senior 





personnel. William F. Good was named 
agency vice president; Gordon UH. 


Reeves, director of purchasing; Walter 
J. Rogers, regional director of agencies; 
Fred W. Dathe, assistant director of 
underwriting; and C. Wilbur Carlson, as- 
sistant comptroller. 

Marguerite Jacquinot and Arthur W. 
Whalen were assigned new responsibili- 
ties respectively as assistant secretary, 
actuarial administration, and assistant 
secretary, claims. 

Mary Louise Francisco was named ad- 
ministrative assistant, actuarial; Robert 
W. Kroeger, underwriter, and Robert H. 
Wall, actuarial assistant, life. 


Bankers National General Agents 
Hold Series of Regional Meetings 


A series of regional meetings for gen- 
eral agents is being held currently by 
Agency Vice President William F. Good 
and the agency department staff of 
Bankers National Life, Montclair, N. J. 
Purpose of the meetings is to introduce 
new policies and riders to be offered 
by Bankers National Life effective Janu- 
ary 1. Meetings have been scheduled for 
Chicago, Detroit, Boston, Hartford, 
Montclair and Philadelphia. 


Quantity Discount 


In order to pass along to purchasers 
the benefits of buying large policies in- 
stead of small ones, a schedule of quan- 
tity discounts is now offered by Bankers 
National Life on all participating policies, 
with the exception of two specials. The 
discounts are arranged in three groups— 
policies $7,500 to $14,999 receive a dis- 
count of $1.50 per $1,000; those from 
$15,000 to $24,9990—$2.50 per $1,000; and 
those larger than $25,000—$3 per $1,000. 
This same rate of discount is applicable 
to the family policy, although the family 
policy is a non-participating plan de- 
signed to provide maximum protection 
for the young and growing family: Term 
policies, both par and non-par, receive 
a flat discount of $1 per $1,000 for $25,000 


or more. 
New Participating Ordinary Life 


Among the new contracts discussed at 
the meetings will be a new participating 
Ordinary life policy featuring a full line 
of optional benefits. To this contract 
may be added a guaranteed insurability 
option rider and return of premium bene- 
fit, as well as the usual accidental death 
benefit, waiver of premium or full dis- 
ability, and family income rider. The 
policy will be eligible for quantity dis- 
count. 


Guaranteed Insurability Rider 


Guaranteed insurability is a method of 
providing for future purchases of insur- 


ance without evidence of insurability. It 
is offered by Bankers National Life with 
the participating Ordinary life plan from 
ages 0 to 37, with up to five option dates 
for the younger ages. If the original 
policy is for $12,500 at age 24 or younger, 
the option may be exercised at ages 25, 
28, 31, 34 and 37, making possible a total 
purchase of $75,000. 

The return premium rider may now 
be added to all participating policies 
except Term and plans already contain- 
ing a similar benefit to provide for the 
return of premiums paid if death occurs 
before 20 years or age 65 if sooner, 


New Rate Book 


In addition to the new products for 
the Bankers National Life market bas- 
ket, general agents attending the re- 
gional meetings are being introduced to 
a new, large size, loose-leaf style rate 
book. A series of old rate books and 
supplements are now made obsolete by 
the new single volume rate book which 
contains rates, values and dividends for 
Ordinary plans; general information and 
description of plans; a Group section; 
an annuity section; and an accident and 
health section. An underwriting guide 
has also been made a part of the rate 
book. 


LEADS MIDLAND MUTUAL 


Paul C. Dietz, Beverly, Ohio, has won 
“Man of the Month” honors by leading 
the entire field force of Midland Mutual 
Life. This honorary designation is con- 
ferred each month upon the agent who 
does the best all-around job among the 
more than 600 men repre- 
senting the company coast-to-coast. This 
marks the sixth time in his career with 
the Midland Mutual Life that Mr. Dietz 
has qualified for this honor. 


and women 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








O’TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











Bankers Life of Iowa 
Announces Dividend Scale 


3ankers Life of Des Moines, has an- 
nounced a new, increased dividend scale 
effective January 1. In addition to the 
normal increase in dividend payments 
which will result from company growth, 
the new scale will increase by approxi- 
mately 10% ° the dividend payments on 
Ordinary policies in 1959 over what 
would have been paid under the previous 
scale. 

This upward revision in dividends has 
resulted largely from the company’s im- 
proved investment earnings. 

The increases in dividends under the 
new scale are greatest on the _ higher 
premium type of plans and_ on_ those 
plans which have a_ high minimum 
amount. The increases also tend to 
be greater at the longer durations than 
at the shorter durations. 

Under the new dividend schedule, the 
interest rate will be 3.4% on policy pro- 
ceeds left at interest with the company 
and 3.6% on dividends left at interest. 
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LIBERA 


Your ‘Special Problem’ Cases Are Satisfied 
With Eastern Life’s Liberal Attitude 


If you have not been able to obtain policies for prospects with 
“special problems,” then you need Eastern Life’s new liberal 


policies and plans. 


You need Eastern’s new unique service that provides coverage 
for prospects up to age 70 for every income group — from 
“ “°~ 

the lowest to the highest, and for “special” cases. 


How liberal? Eastern Life gives all your —— the 
rience with t 
tific advances in hygiene and health. Ratings up to 1,000%. 


Eastern’s L F P (Liberal Flexible Protection) can pay off big 
— for you! Here’s what I. Arthur Yanoff, progressive Eastern 
icies and Eastern’s 


superb service gives you a combination that helps make sales.” 


benefit of up-to-the-minute ex 


Life General Agent, says: “The right 


Connecticut, Delaware, 


Pennsylvania. 


Communicate with: MURRAY APRIL, Director of Agencies 





ar ae COMPANY 


Home Office: 386 Fourth Ave., N. Y. 16, N. Y. 


GENERAL AGENCY OPPORTUNITIES AVAILABLE IN: 
District of Columbia, 
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American National 
Names Agency Heads 

THREE NEW FIELD DIVISIONS 

L. E. Baldwin, Fred E. Hill and W. T. 


Spencer Appointed Divisional 
Directors; Their Careers 








Reorganization of the Ordinary field 
operé ational territory into eight regions 
instead of five and the appointment of 
three directors for the added divisions 
has been announced by W. L. Vogler, 
executive vice 


president of American 





FRED E. HILL 

National Insurance Co. of Galveston. 
ceiving the new appointments are: 
L. E. Baldwin: divisional director for 


Re- 


Northwestern Ordinary territory. His 
connection begun as agent with Anico 
in 1939. Promoted to manager of Salt 


Lake agency in 1945. His organization 





W T. SPENCER 


has consistently been a company leader 
in volume and quality recognition cate- 
gories. 

Fred E, Hill: director for Northeast- 
ern Ordinary field operations. Mr. Hill 
started with Anico as agent in 1943. Pro- 
moted to manager of Washington (D. C.) 
agency in 1948, the Hill agency led East 
oast agencies in 1953 and 1957. He is 
‘urrently president of Maryland Associa- 
tion of Life Underwriters. 

- T. Spencer: director for North- 
yo Ordinary territory, came with 
eo as agent in 1945. Promoted to 
istrict mz anager in 1948, appointed man- 
ly Wichita Falls (Texas) agency 
the ce the Spencer Agency received 
054 utstanding Agency award in 1953, 
‘and 1955. He is a Life Member of 






































L. E. BALDWIN 
Million Dollar Round Table and was 
elected president of the Texas Associa- 


tion of Life Underwriters in 1958. 

American National was one of the first 
companies to decentralize its field man- 
agement by appointing field executives 
to reside in the.territories and develop 
and manage the areas assigned to them. 
At regular intervals the Division direc- 
tors meet to assist in developing field 
management methods, policy, and p.an- 
ning as well as general management of 
the recruiting, traintag, and supervisory 
functions in their divisions. Instituted in 
1946, the company feels that its progress 
in field development and production is 
largely attributable to this method of 
field operations management, stated Mr. 
Vogler. 

The new appointments bring the total 
of field division directors for American 
National to fifteen. These are, in addi- 
tion to the new appointees: J. R. Adz ums, 
Southeastern Ordinary; C. W. Ambrose, 
Eastern Industrial; M. Allen Anderson, 
Texas Ordinary; j. C. Bullion, South- 
west Industrial; R. E. Bowden, Western 
Ordinary; G. K. Fleanor, S. Central In- 
dustrial; W. A. Lonsford, Gulf Coast 








THE LEE NASHEM AGENCY 
"The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, N. J.) 


“All of us here wish you and 
yours a beautiful Christmas 
and a wonderfully pleasant 
and prosperous New Year in 
1959.” 








NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y. 
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Secretary Retained By 
Women Leaders of NALU 


The Women Leaders Round 
NALU has retained a secretary, Mrs. 
June Mack, formerly of Buffalo and New 
York City. Thus the three national units 
of NALU—General Agents & Managers 
Conference, Million Dollar Round Table, 
and WLRT—now have paid professional 
headquarters personnel. 

Mrs. Mack will operate in the office of 
Ann Bickerton, NALU director of field 
service and headquarters aide to the 


NALU committee of women underwrit- 
ers, who supervises the National Quality 
Award activity at headquarters. One 
of the aims of the WLRT for 1959 is 
to come as close as possible to having 


100% of its members qualify for the 
NQA. 
Mrs. Mack formerly was secretary to 


the president of the Penland Distribut- 
ing Corp., New York. 





Industrial; D. J. Martino, E. Central 
Ordinary; Phil B. Noah, Midwest Ordi- 
nary; J. J. Raidy, N. Central Industrial ; 
HE. Reeves, West Coast Industrial; 
Lee Searcy, Central Industrial. 

The expansion of the division director 
system, stated Mr. Vogler, is one of 
the steps in the company’s plans for 
added emphasis on field building during 
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INDIVIDUAL TERM 
INSURANCE 


(Non-Par) 


At Age 35—Only 39 cents 
per Month per $1,000. 
MINIMUM $25,009 


Call Us for Details 











WHITE & 
WINSTON 


INC. 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO 








1959. Other projects are under considera- 
tion and will be announced shortly, he 
said. 
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Swe ewes oe SES 2 ee eee 


¥%& Group insurance! 
¥% Pension plan! 


RWG 


CRAMPED? 


S." Do you feel like you want to move up — are you cramped 
! = your present position? Would you like the opportunity 
“stretch out” into an agency of your own? 


sat have just what you’re looking for. . . 

% Top agency building contract! 

% Liberal contract for your agents! 

% A-complete Rate Book to meet every situation! 
% Agent’s Home Office training! 

% Selling aids designed to make sales! 

% Effective free direct mail program! 


If you’re looking for an opportunity to move ahead with an 
agency of your own, then join an organization that’s moving 
ahead — go with The Maccabees. 


We still have some choice territories (including a few 


WE major cities) open for development in the United States 


Hh = 


@ iy’ Detroit 2, Michigan. 


Home Office 


and Canada. For further information, contact The Mac- 
cabees, a Life Insurance Society, 5057 Woodward Avenue, 


MACCABEES — o Lie Insurance Society 


* Detroit 2, Michigan 
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American Life Conference 
A three day conference for all of its 
life superintendents was held recently 
by American Life of New York, an affili- 
ate of the American Surety Co., at The 
Princeton Inn, Princeton, N. J. 
Planning for 1959 and a discussion of 
the recently launched accident and sick- 
ness lines were the primary items on the 
agenda, These plans include methods for 
assisting property agents to embark, or 
establish themselves better, in the life, 
accident and sickness lines. Also con- 
sidered was the speeding up of the pres- 
ent program of appointing additional 
property agents for these other lines. 
The newly developed general agency con- 
tracts were among the items discussed. 
A daily: feature was the “problem 
busters clinic” at which each life super- 
intendent had the benefit of the com- 


bined experience of the assembly in 
meeting his most pressing production 
problem: 


In charge from the home office were 
Paul E. Van Horn, CLU, vice president; 
John A, Palmer, superintendent of agen- 
cies; Edward S. Grandin, III, manager 
of the accident and sickness department; 
John S. Thatcher, manager of the life 
underwriting department; and Louis 
Kortum, CPCU, educational director. 





General Agent in St. Louis 

George H. Fletcher has been appointed 
a general agent in the St. Louis Agen- 
cies of General American Life. He was 
formerly associated in St. Louis for four 
years with The Prudential where he 
specialized in estate planning and _ busi- 
ness insurance. Before entering the life 
insurance field in 1954, he was for seven 


years a sales manager in general mer- 
chandising. He is a 1956 graduate of 
LUTC. 


Mr. Fletcher, who attended University 
of Missouri, is active in the Junior 
Chamber of Commerce, United Fund and 
Muscular Dystrophy drives in the St. 
Louis area. 


Washington National Names 
Crapo Assistant Actuary 


Raymond L. Crapo has been appointed 
assistant actuary in Washington Nation- 
al’s Ordinary and Group actuarial divi- 
sion, according to a recent announcement 
by Chairman R. J. Wetterlund. 

Mr. Crapo is a Fellow in the Society 
of Actuaries and a graduate of the Uni- 
versity of Michigan Actuarial Science 
program. Prior to joining Washington 
National, Mr. Crapo was with Massa- 
chusetts Mutual Life’s Group actuarial 
division. 

In his new appointment, Mr. Crapo’s 
primary responsibilities will be in Group 
actuarial under Howard Eimers, actuary 
and manager of the Ordinary and Group 
actuarial division. 


Franklin Appoints Smith 
Midwest Sales Director 


John E. Smith, Denver, has _ been 
named midwest sales director with the 
home office agency department staff of 
Franklin Life, Springfield, III. 

Mr. Smith entered the life insurance 
business in 1947 as agent for Prudential. 
He was later promoted to staff manager, 
and served four years in that capacity. 
Since February of this year he has been 
associated with the Franklin as general 
agent in Denver. He is an LUTC grad- 
uate, and served as president of the “Fort 
Collins Association of Life Underwriters 
for two terms. 





PROVIDENT MUTUAL APPOINTS 

Charles E. Probst, vice president, 
Group division of Provident Mutual Life, 
Philadelphia, has announced the appoint- 
‘nent of two home office representatives. 
J. Beryl Clifford has joined the Detroit 
regional Group office, headed by Duane 


L. Bailey, while Clifford Kahn has 
joined the New York regional Group 
office, under the direction of Alvin L. 


Miller, CLU. 


General Agent L. M. Miller, left, 


Walter, William and H 


The Southwestern Life’s agency in 
Dallas managed by Lloyd M. Miller is 
producing at the rate of $60 million a 
year which makes it one of the largest 
agencies in the country. It qualified 18 
men for the Million Dollar Round Table, 
including a three-brothers team—Walter, 
William and Harry Gowdey. 
was a life insurance man. 

A native of Dallas Mr. Miller was edu- 
cated at Terrill Prep School of that city 


Their father 


Fidelity Mutual Continues 
Dividend Scale for 1959 


Fidelity Mutual Life, Philadelphia, has 
announced the continuation of cur- 
rent dividend scale for 1959. 

Estimated dividend distribution will be 


its 





with the three Gowdey brothers, 
arry, all MDRT members. 


and Castle Heights Military School 
Lebannon, Tenn. He was in the infantry 
in World War I. For nine years he 
worked with S. W. King and Co, a 
cotton firm; then entered the life and 
casualty field with a Dallas insurance 
company and in September, 1932, joined 
Southwestern. He is active in Red Cross 
fund raising campaigns and Dallas Cru- 
sade for Cancer. 

Lloyd M. Miller, Jr., 
Mrs. Miller, owns an 
in Dallas. 


Mr. and 


agency 


son of 
insurance 


in excess of $4,500,000, the highest in 
the company’s history, and an increase 
of 7% over last year’s distribution. 

Also, the same distributive rate of 
interest will be paid in 1959 as last year, 
3.15% on dividend accumulations and 3% 
on settlement options, except where a 
higher rate is guaranteed. 





EW 


from 
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if 


A WELL-BALANCED COMPANY 


... September paid business 18.9% ahead of 


last September. 


... First three quarters, 7.2% ahead of 


first three quarter 


s last year, and 


15.6% ahead of same period 1956. 


... Insurance in force increased to 


$1,135,742,296. 





THE 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 
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Commissioners’ Meeting 


(Continued from Page 1) 


have far-reaching results was the adop- 
tion of a new mortality table. It is desig- 
nated the 1958 CSO Table and will re- 
place the 1941 table as a statutory basis 
for the valuation of standard ordinary 
insurance. This new table reflects the 
marked improvement in mortality that 
has taken place over the last 20 years. 
The new mortality table was submitted 
as part of a report of the subcommittee 
on deficiency reserves and mortality 
tables review. Minnesota Commissioner 
Cyril C. Sheehan was chairman of this 
subcommittee. Also included in the re- 
port was model legislation required for 
enactment by the various states before 
life insurance companies may adopt the 
new table as a basis for issuing policies. 
The model bill proposes January 1, 1966 
as the mandatory date for the use by 
all companies of the new table. Recog- 
nition is given to female mortality ex- 
perience by permitting the use of an 
age for Women not more than three years 
younger than the actual age in the issu- 
ance of insurance policies. 
Phillips Chairman Advisory Committee 
James T. Phillips, senior vice presi- 
dent and chief actuary of New York 
Life, was chairman of the industry actu- 
arial advisory committee which assisted 
the NAIC subcommittee in the develop- 
ment of the new mortality table. 

Under the new mortality table, life 
insurance companies will be able to 
adopt new reserves, cash surrender and 
non-forfeiture values by age at issue 
and plan. The use of the new_ table 
should have the effect of contributing 
toward the solution of deficiency re- 
serves. 


Move for Group Table 


A new Group mortality table was 
projected by the adoption of the recom- 
mendation of the minimum Group life 
insurance subcommittee. Technicians 
consisting of members of Insurance 
Departments and industry will be ap- 
pointed to a committee which will have 
the task of constructing the new Group 
mortality table. 

A uniform disclosure form was adopted 
by the commercial pension funds and 
trusteed welfare funds subcommittee 
alter an exhaustive study extending over 
8 months, based on the requirements 
ot the welfare fund laws of California, 
Massachusetts, New York, Washington 
and Wisconsin. It is believed that 
the form which was adopted would also 
be acceptable for financial reporting of 


Republic National Names 
Regional Group Manager 


George R. Jordan, senior vice presi- 
dent, Group division, has announced the 
appointment of Victor J. Arrubarrena of 
Rio Piedras, Puerto Rico as regional 
Group manager for Republic National 
Life. 

A graduate of the University of Puerto 
Rico, Mr. Arrubarrena was associated 
with the U. S. Department of Engineer- 
ing before entering the life insurance 
business several years ago. 





pension and welfare funds to the Secre- 
tary of Labor under the Federal welfare 
and pension plans disclosure act, thereby 
eliminating the preparation of duplicate 
reports. 


Group Life Definition 


The problem created by recent Fed- 
eral income tax rulings which necessi- 
tates the removal of sole proprietors:and 
partners as insureds under collectively 
bargained trusteed types of Group life 
insurance had the attention of the Group 
life definition subcommittee. Hitherto 
such individuals were included under 
Group life plans in accordance with 
statutory Group life definitions, Former 


New York Superintendent Alfred J. 
Bohlinger, representing several prin- 


cipals, urged amendment of the NAIC 
model Group life definition to meet this 
problem. He emphasized that the tax 
rulings will inhibit the expansion of the 
social benefits of this type of insurance. 
Herbert Ferster, a New York attorney, 
joined Mr. Bohlinger in urging a solu- 
tion of the problem. The subcommittee 
recommended consideration be given to 
this problem as soon as possible. 


Security Valuation Change 


The valuation of securities committee 
approved the inclusion of 1% of the 
admitted asset value of preferred stocks 
as of December 31, 1958 incthe calculation 
of the additional amount which a com- 
pany may set up in its mandatory secur- 
ity valuation reserve. It also adopted a 
modification in the preferred stock com- 
ponent of the minimum mandatory se- 
curity valuation reserve. As a result of 
this modification the minimum reserve 
must be increased at the end of 1958 
by 2% of net purchases of preferred 
stocks during the current year. This is 
a significant reduction in the 8% re- 
quirement which would have been opera- 
tive at the end of 1958 under the formula 
previously adopted. It will have the effect 
of encouraging the purchase of preferred 
stocks by insurance companies. 


Northwestern National 
Reports Record Month 


Northwestern National Life, Minne- 
apolis, had its best November in its 
entire 74-year history, with sales of new 
life insurance amounting to $18,619,000, 
according to John S. Pillsbury, Jr., presi- 
dent. Sales were 18% ahead of Novem- 
ber, 1957. 

Total sales for the year through No- 
vember are $183,257,000 compared to 
$164,431,000 a year ago, or an 114% gain. 

Top agency for the month was White 
& Odell, the company’s Minnesota state 
agency, with new sales of $2,100,000. 
Second among the company’s agencies 
was the Preston agency, Great Falls, 
Montana state agents for the company. 





Franklin Life Appoints 
G. J. Lamb Regional Mer. 


George J. Lamb has been appointed 
regional manager for the state of Ne- 
braska by Franklin Life, Springfield, TIl. 

Mr. Lamb entered the life insurance 
field in 1952 as agent for the Reserve 
Life of Dallas. In January of 1956 he 
was elected vice president and agency 
director of Western Security Life. He 
was responsible for the development of 
this company’s insurance programs. 

In his new position with the Frank- 
lin, Mr. Lamb will direct Franklin’s 
agency develonment program throughout 
the state of Nebraska from headquar- 
ters in Omaha. 





Commonwealth Appointments 


The following managerial appoint- 
ments were announced by Homer D. 
Parker, executive vice president in 
charge of the sales division of Common- 
wealth Life, Louisville. 

W. E. Tucker, manager of the Evans- 
ville, Ind., District was promoted to the 
managership of the central Indiana dis- 
trict with headquarters at Muncie, Ind. 

W Bolyard, manager of the Indian- 
anolis north district was transferred to 
Evansville, Ind.. to assume the man- 
agership relinquished by Mr. Tucker. 

E. B. Roberts, former manager of the 
central Indiana district was moved to 
Indianapolis north district to take over 
the duties relinquished by Mr. Bolyard. 





HOLD CHRISTMAS PARTY 


Christmas party of the Toledo Life 
Agency Cashiers Association was held 
at the Park Lane Hotel, Toledo, with 
Aileen Black, Penn Mutual Life serving 
as program chairman. 


















We're looking for 


and WOMEN who want 
A WORTHWHILE AND RE- 
WARDING CAREER. Woodmen 
offers the finest field work con- 
tract; unusually high com- 
missions; sales aids; training; 
and hospitalization, life, disa- , 
bility and retirement 
benefits. 


WRITE TO 


T. E. NEWTON, Field Manager 


Dept. E 858, Woodmen of the World 
Insurance Building, Omaha 2, Nebr. 

























NEW YORK 


Lewis E. Weingarten, State Mgr. 
10 East 52nd St. 
New York 22, N. Y. 






































NEW JERSEY 
Ralph E. Vance, State Mgr... 


804-5 Broad Street 
Nat’l Bank Bldg 
Trenton 5, N. J. 


PENNSYLVANIA 
J. P. Miller, State Mgr. 


203 Keystone Bldg. 
Blairsville, Pa. 














*‘The Family Fraternity'’ 


WOODMEN :: WORLD 


LIFE INSURANCE SOCIETY 
Home Office: 1708 Farnam Street 


Omaha 2, Nebraska 


Equitable Life of Iowa 
Sets Production Record 


New life insurance paid for during 
November by Equitable Life of Iowa 
amounted to $12,035,465, a gain of 88% 
over the corresponding month in 1957. 
This brought the total of new Ordinary 
business paid for during the first 11 
months of 1958 to $152,216,904, the larg- 
est first 11 months’ production in the 
9l-year history of the company. Total 
business in force at the end of Novem- 
ber amounted to a new high of $1,628,- 
839,121. 

The Harrisburg agency, J. D. Hopper, 


general agent, placed first among all 
agencies of the company during the 
month. 








THINK... 


WHY are you paid the same 
@& -rrrnisin as the lowest pro- 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 
tinuing reward for attracting 
good producers to your agency? 
WHY are your renewal commis- 
sions for low lapses the same 


as paid to other representatives 
for high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 


WHY are smaller renewal com- 
missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


WHY has the Accident and 

Health Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint °: 
of premium income, All American ' 
now ranks among the top 125 com- 
panies. 


WHY is All American Life & 

Casualty Company, having 

started writing Life Insurance 
in July, 1956, already producing ap- 
proximately one million a week? 


If you want straightforward answers to 


all of these questions . . . write— 


E. E. BALLARD, President, 


ALL AMERICAN 
hie a Casualty 












CHICAGO Ooiniongiaan 







General Offices: All Ameri 


PARK RIDGE, ILLINOIS 


an Building 
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DEATH OF CLARENCE WHITEHILL 


Clarence Whitehill who died last week 
was an unusually successful man in 
Greater New York insurance production 
who had numerous activities 
which attested good citizenship. He had 
been a chairman of the distribution com- 
mittee of Federation of Jewish Philan- 
throphies of New York and a member of 
the same committee of the Greater New 
York Fund, He was insurance chairman 
in Manhattan of the Visiting Nurse Serv- 
ice of New York; a director of the New 
York City Insurance Agents Association ; 
and a bank director in Scarsdale, N. Y. 

Starting in the insurance field here in 
a brokerage office in 1920 he showed 
flair for insurance and eventually became 
head of one of the leading general insur- 
ance agencies in the metropolis. His 
agency has continuously represented Sun 


outside 





Insurance Office for nearly four decades. 
SOME LLOYD’S RESULTS 
The latest statements submitted by 
the Committee of Lloyd’s under the 
Assurance Companies Acts, 1909 and 
1946, now have records available for 
eight completed underwriting years— 


1948 to 1955. As usual British insurance 
papers are having experts analyze the 
results. This is not easy to do because of 
many international factors. This is par- 
tially explained by The Post Magazine 
which warns that in endeavoring to 
present and analyze Lloyd’s results there 
must be scrupulous care used. An ex- 
ample: 


It is enough to remind readers here 
that transactions in foreign currencies 
are converted into sterling at prevailing 
exchange rates, except for U. S. and 
Canadian dollars, for which a rate is 
fixed and used throughout the account 
for each underwriting year, and that 
underwriting accounts are closed at the 
end of the third year by transfer of 
outstanding claims to the next open 
account. This last conceals possibilities 
of distortion, But our examination pro- 
ceeds on the footing that in this case 
things are probably what they seem and 
that any distortion they produce is apt 
to be slight. 


Here are some of the conclusions The 
Post Magazine draws from its study: 

The number of syndicates working at 
Lloyd’s has not increased much during 


the decade ending in 1957 under review. 
Number of members, however, has stead- 
ily increased at the rate of nearly 10% 
per annum. Number of individus ils in 
syndicates is estimated at 5 5,000. Average 
size of syndicate has risen slowest in 
marine and aviation group, next slow est 
in U.K. motor group and fastest in 
“other non-marine.” 

Lloyd’s writes less than 10% of home 
motor business in spite of fact that in- 
come from this source has more than 
doubled in the last 10 years. 

Every one, Lloyd’s and company under- 
writers alike, will watch L loyd’s aviation 
results in the next few years in the hope 
that recent gains in this difficult market 
will not only be maintained but im- 
proved upon. 

Continuing, Insurance Post says: 

It is clear that while Lloyd’s may re- 
main the marine insurance center of the 
world par excellence, other classes of in- 
surance have surpassed it in significance 
at Lloyd’s. Indeed, if, as we are bound 
ultimately to do, we separate aviation 
from the marine group into which it is 
conventionally merged, marine insurance 
now accounts for only 40% of total “tak- 
ings” against 50% only 10 years before. 
The idea that Lloyd’s would come to rely 
on non-marine classes for 60% of its 
income would have seemed odd even to 
those who pioneered Lloyd’s non-marine 
market not so very long ago. 





Admiral Sidney W. Souers, chairman 
and chief executive officer of General 
American Life, St. Louis, has been 
elected to the board of trustees of West- 
minster College, Fulton, Mo. A member 
of the board of trustees of the Govern- 
ment Research Institute, a privately 
financed fact-finding organization, Ad- 
miral Souers has served as a special 
consultant to the President of the United 
States. He is a member of the insur- 
ance committee of the U. S. Chamber 
of Commerce. 


* * * 


Vice Admiral John L. McCrea (ret.), 
vice president of the John Hancock, 
participated in recent cornerstone-laying 
ceremonies for a new Federal building 
in Burlington, Vt. The $2 million build- 
ing is being financed by the John Han- 
cock through the General Services Ad- 
ministration. It is the first sizable lease 
purchase project to be constructed in 
New England under the Public Buildings 
Purchase Contract Agreement Act of 
1954. 




























HAHN 


ROBERT W. 


Robert W. Hahn, 
United States marine manager of the 
North rig aeons Group, on January 1 be- 
comes U.S. marine manager of the North 
British . Mercantile and vice president 
of the American affiliates, the Pennsyl- 
vania Fire, Commonwealth, Mercantile 
and Central Surety. After graduating 
from Dartmouth College in 1937. Mr. 
Hahn joined Talbot, Bird & Co. in its 
marine department in New York. He 
went with the North British Group in 
1952. He has developed an excellent rep- 
utation in the marine field. 


formerly assistant 


* * * 


Lester F. Higgins has been appointed 
manager of the New York metropolitan 


department for the Phoenix of Hart- 
ford Companies. Mr. Higgins, formerly 


manager of the inland marine depart- 
ment in Chicago for the Phoenix, is a 
native of Meriden, Conn. He attended 
Columbia University and after joining 
the company in 1929, served as special 
agent, inland marine supervisor, and 
manager, inland marine, Cook County, 
Ill 


* * 


Walter T. Weiss, second vice president 
in the district agency department at 
Washington Natio: 1's home office in 
Evanston, IIl., was recently honored for 
completing 35 years’ service. Mr. Weiss 
came to the Washington National 
through the National Life and Hercules 
Life mergers. He has served in both the 
general agency and district agency de- 
partments and was promoted to his pres- 
ent post in 1955. 


* * * 


Byron K. Elliott, president of John 
Hancock Mutual Life, has been Ya 
a director of the Boston Edison Co. i 
was announced by the company’s eR 
ident Thomas G. Dignan. A leader in 
business and civic affairs, Mr. Elliott is 
a director of Old Colony Trust Co., a 
trustee of Wellesley College, treasurer 
and trustee of Northeastern University, 
and serves on the boards of many other 
business and charitable organizations. 


* * * 


H. U. Banks, assistant superintendent 
of sales promotion and training for Sun 
Life of Canada, has been elected Cana- 
dian vice chairman of the Direct Mail 
Advertising Association at the Associa- 
tion’s 4lst annual meeting held in St. 
Louis. Mr. Banks, who has been asso- 
ciated with the Sun Life since 1930, is 
the first Canadian representing a life 
insurance organization to hold such 
office. 






















Actress Constance Bennett (left) at 
Washington National Theatre Party 


the Erlanger theatre in 
Chicago following a recent production of 
“Auntie Mame” Earl Borgeson (right), 
chairman of Washington National In- 
surance Co.’s 32nd annual Veteran League 
party, and his wife (center), mect Con- 
stance Bennett who portrayed the part 
of Auntie Mame. Approximately 300 
Washington National veterans—employes 
with five or years of service— 
attended the theatre following a social 
hour dinner in the Red Lacquer 
Room of Chicago’s Palmer House. 


Onstage at 


more 


and 


* * * 


John C. Tofield of the Hartford Fire 
Group’s home office payroll department 
has observed his 25th anniversary with 


the company. A_ Torrington, Conn, 
native, Mr. Tofield attended Vannais 
Accounting Institute at Hartford and 


was graduated from Waterbury Business 
College. Long active in Masonic affairs, 
he is a member of the Seneca Lodge of 
Torrington and a past High Priest of the 
West Hartford Chapter of the Royal 
Arch of Masons. 


* * * 


Orville F. Grahame, vice president ani 
general counsel for the Massachusetts 
Protective Association, Inc., and the Paul 
Revere Life, has been named to the 
Worcester, Mass., board of appeals for 
a two-year term. Announcements of the 
appointment was made by the Worcester 
city manager. 

* * 

Stuart D. Menist, vice president of the 
Fireman’s Fund in San Francisco, ha 
been elected to the board of directors 
of.the San Francisco Chamber of Com 
merce for 1959. 

* * * 


Thomas E. Sears, Jr., of Scituate, 
Mass., has been elected president © 
Thomas E. Sears, Inc., Boston insuranct 
and reinsurance firm. It was organize 
by Mr. Sears’ late father in 1918 and for 
the last 25 years has specialized in tt 
insurance and excess lines. 


* * * 


Horace W. Brower, president of Oce'- 
dental Life of California, has bee! 
elected_second vice president of the All 
Year Club of Southern California. 
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Wrote “Great Chicago Fire” 


Robert Cromie, author of “The Great 
Chicago Fire,” published in October by 
McGraw-Hill Publishing Co., is a sports 
writer on the Chicago Tribune which ‘he 
joined in 1936 after graduation from 
Oberlin College. He spent four years 
as a Tribune war correspondent in 
World War II covering various battles 
in the Pacific and Atlantic theatres. He 
traveled with General George Patton’s 
Third Army in the offensive that liber- 
ated. France, the army which played a 
major part in defeating Germany. 

After the war Mr. Cromie returned to 
the Chicago Tribune. Asked by the 
writer how he happened to write ‘his 
book—“The Great Chicago Fire” — he 
said: “Nothing could be more fascinating 
to a Chicago newspaper man than re- 
search on the city’s greatest catastrophe 
and I have always had a hunch that 
someone would find out whether Mrs. 
O’Leary’s cow really kicked over the 
lantern in that barn, 

“I spent a couple of years writing this 
book and when I had time uncovered 
a number of documents in connection 
with the origin of the fire and also inter- 
viewed descendants of people who were 
in Chicago at the time of the conflagra- 
tion, the date of which was 1872. I 
found plenty of documents all right, 
but finally wound up uncertain as to ex- 
actly how that fire originated. Mrs. 
O'Leary had a cow all right, a barn and 
a lantern but other people might have 
entered the barn, kicked over the lantern 
or a lighted cigar or pipe might have 
dropped onto the hay. The book de- 
scribes all the possibilities.” 

_ McGraw-Hill tells me the Cromie book 
is climbing on the best seller list. 


* * * 


The Clan Robb 


Ed Murrow’s “Person to Person” visits 
via TV in interviewing notables at their 
lamily firesides led him some nights ago 
to Waverly Place in Greenwich Village, 
New York City, where he called at the 
penthouse of J. Addison Robb and Mrs, 
Robb. She is Inez Robb, one of the 
most popular of daily paper columnists. 
Mr. Robb handles community relations 
tor The Prudential. : 

Inez Robb, who writes exactly what 
she thinks and feels, does so with clarity 
as well as courage and when crusading 
exerts strong influence. 

. Mainly her editorial position is that 
in the war of sexes women are mostly 
right, men think very highly of them- 
Selves but frequently are wrong, and 
When they are it may take on earth- 
Shaking consequences. However, she 

Ses not handle the men as savagely as 
did the women suffrage leaders. No 
columnist has more talent than Inez 

obb in satirical writing containing no 
Sting. She gets ready for action after 
reading a sneer or other cutting com- 
pent made to reporters by some mascu- 
ne character. Her initial salvo hardly 

as its barbs discernible, may even be 
disguised as a compliment. “The men 























have such wisdom, common sense, great 
grasp of subjects that they are entitled 
to a pat on the back,” she will say. Then 
comes the Robb howitzer: “Naturally we 
admire so strong a leadership and such 
channels of wisdom, Unfortunately, how- 
ver, that they had not the strength or 
wisdom to stop two World Wars they 


themselves had started and in which 
20,000,000 people were killed.” : 
Inez Robb’s ‘columns appear in 140 


newspapers, including a few in the 
Orient. They are syndicated by United 
Features, an affiliate of Scripps-Howard 
Newspapers. Born in California but 
moving early to _Boise—and still ex- 
tremely fond of Idaho—Inez is a gradu- 
ate of University of Missouri. Coming 
to New York she wrote for the society 
pages of New York Daily News, the 
famous column signed “Nancy Ran- 
dolph.” Next, she joined Hearst where 
she became an outstanding reporter and 
then joined the Scripps-Howard organi- 
zation. Her assignments have included 
covering the Coronations of King George 
and Elizabeth, his daughter. She also 
reported the marriage of Elizabeth and 
the Duke of Edinburgh. 

One man against whom no darts are 
slung by Inez Robb is her husband 
whom she designates in her column as 
“head of the Clan Robb.” They take 
their vacations together in travel abroad. 


* * 


N. Y. Insurance Telephone Tickler 


Seated in her office in The Weekly 
Underwriter the last week in October, 
Grace G. Snyder, vice president and 
office manager of that paper, gazed 
fondly at a red-covered book of 354 
pages. The volume was Telephone Tick- 
ler for Insurance Men, published by The 
Weekly Underwriter. She had valid rea- 
sons for being proud of the volume be- 
cause she is editor of The Tickler. The 
book, which was distributed November 
15, contains the names, telephone num- 
bers and street addresses of the agen- 
cies, brokerage offices, individual com- 
panies, and insurance industry organiza- 
tions in the Greater New York and its 
suburban area. 

Since June of this year Miss Snyder 
has been considerably engaged in prepa- 
ration of the volume. In that month 
The Weekly Underwriter sends out its 
preliminary interrogation blanks for in- 
formation needed in presenting this data. 
Later, approximately, 5,000 accuracy 
check-up cards are mailed, Until going 
to press time the replies and hundreds 
of letters come in asking questions, such 
as “Where did So and So & Co. move?” 
This year the distribution was 22,000 
volumes. 

Telephone Tickler had its origin 25 
years ago due to the fact that people 
were calling up the paper so often ask- 
ing for location of agency offices, their 
‘phone numbers and correct names of 
agencies that it was decided to compile 
this information. During first few years 
the directory contained many omissions 
of names but gradually as its technique 
improved and the insurance offices were 


quick to cooperate in sending in their 
names and addresses they became as 


complete as possible. And that was 
pretty complete. 
Editor Snyder, who now lives in 


Plainfield, N. J., was born in Somer- 
ville, N. J., and studied stenography 
and typewriting in a private school. She 
came to work for The Weekly Under- 
writer in 1897 and during the next 61 
years has had no outside job. She be- 
longs to no industry organizations. When 
she joined The Weekly Underwriter its 
president was Charles A. Jenney whose 
work included getting business for the 
paper. Editor was George Olney who 
was also vice president. Secretary was 
John W. Mack who came here from 
Ithica, N. Y., and father of two men 
who loomed large with the paper and in 
insurance circles. They were the late 
L. Alexander Mack who was half a 
century with the paper and became its 
publisher; and the late Wilfred Mack, 
editor over a long tenure, and one of 
the best mixers in the business. The 
Mack brothers were Cornell graduates. 
L. Alexander was succeeded as_ pub- 
lisher by the present incumbent Donald 
E. Wolff who is also president of The 
Weekly Underwriter and affiliated publi- 
cations. ; 

The Tickler made its first appearance 
in 1925 with Grace Snyder then and ever 
since its editor. Most of the information 
in the initial volumes were taken from 
the big New York City Directory or the 
Greater New York telephone directories. 

No charge was made for the early 
issues of Telephone Tickler. An insur- 
ance man could walk into the office of 
the paper, identify himself and walk 
out with the book without paying any- 
thing. After a time a price of 25 cents 
was fixed. The 1958 volume costs 50 
cents. 

One of the problems in getting out 
the issue is the constant movement of 
insurance agencies. This migration is 
going full speed at the present time. 
Naturally, if anybody moves before the 
edition goes to press the new addresses 
and phone numbers don’t get in. 

“We just do the best we can,” said 
Miss Snyder. “The business under- 
stands the difficulties and we have few 
complaints.” Miss Snyder is also vice 
president and office manager of the 
Underwriter Printing and Publishing Co., 
parent organization of The Weekly Un- 
derwriter publications. 


* * * 


London’s New Insurance Center 


Final permission from the City of 
London has been given British Insurance 
companies to erect a new headquarters 
building. 

The new centre will for the first time 
bring under one roof many associations 
which serve the common interest of 
company insurers and the insuring 
public. They include the British Insur4 
ance Association, which looks after the 
interests of the British insurance com- 
pany market as a whole, the Accident 
Offices’ Association, the Fire Offices’ 
Committee, the Industrial Life Offices’ 
Association and Life Offices’ Association. 

These bodies, each concerned with 
specialist sections of the market, repre- 
sent insurance offices which account for 
over four-fifths of Britain’s insurance 
business. Housed in the same building 
will be the Fire Protection Association 
—an authoritative body offering techni- 
cal and general advice to the public on 
fire protection—the membership of which 
is drawn from insurance companies, in- 
dustrial and commercial firms, local 
government and private individuals. 

The need for a new centre has become 
a matter of some urgency as a result 
of the more than two-fold expansion 
of the business of British insurance 
offices during the last 10 years and the 
attendant need to develop the market's 
technical resources to keep pace with 
current scientific and technological ad- 
vances. Among the occupiers of the new 
insurance building will be the British 
Insurance (Atomic Energy) Committee 
which specializes in the study of this 
problem. 

The building will be at the corner 
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of Queen Street and Watling Street, 
E.C.4, and is about equi-distant from 
the Mansion House and Guildhall. De- 
molition of existing premises is planned 
to start in the autumn of next year. 
Work on the new building, which is to 
cost about £1 million, is due to begin 
early in 1960. 

The building will have 11 floors, two 
of which are basements, one being 
for car parking. The elevations will be 
of Cornish granite and white Sicilian 


marble. 
* * * 


Praise for C. & S. Ass’n 


The American Institute for Property 
and Liability Underwriters and the In- 
surance Institute of America have adopt- 
ed resolutions formally expressing appre- 
ciation for substantial financial grants 
made by the Association of Casualty & 
Surety Companies. 

The Association’s executive committee 
recently authorized continuation of its 
annual financial support to these educa- 
tional organizations. In turn the trustees 
of both organizations sent their resolu- 
tions to J. Dewey Dorsett, general man- 
ager of the association. 

Arthur C. Goerlich, the Institute’s 
secretary, said these resolutions are in- 
dicative of the regard “in which the 
Association of Casualty & Surety Com- 
panies is held...” 

The Association, a non-profit public 
service organization representing 137 of 
the nation’s leading capital stock insur- 
ance companies, annually makes financial 
grants to support the insurance and 
other organizations engaged in further- 
ing broader understanding of insurance, 
strengthening of accident prevention and 
safety effort, and encouraging high pro- 
fessional standards for insurance per- 
sonnel. These organizations include Na- 
tional Safety Council, the President’s 
Committee for Traffic Safety, New York 
University Center for Safety Education, 
American Association of Motor Vehicle 
Administrators and the Northwestern 
University Traffic Institute. 

Pee Soe 


NAIA Names Joseph O’Toole 


Joseph J. O’Toole, associated with 
F. D. Hirschberg & Co. Inc., general 
insurance, St. Louis, has been named 
a member of the fire safety committee 
of the National Association of Insurance 
Agents. His late father, John J. O’Toole, 
who was vice president and secretary of 
the Hirschberg agency, for many years 
served as chairman of the national asso- 
ciation’s fire safety committee. Joseph 
J. O’Toole also is chairman of the fire 
safety committee of the Insurance Board 
of St. Louis. John J. O’Toole passed 
away on October 21, 1956. 
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Boost Glass Risk Cost 
On 1959 Automobiles 


NAUA SEES HIGHER LOSSES 


More Glass Use Means More Exposure 
to Breakage and Higher Costs of 
Replacement Rate Bureau Says 


The National Automobile Underwriters 
Association announces that an additional 
rating procedure has been developed in 
behalf of member and subscriber com- 
panies for comprehensive coverage on 
1959 automobiles. The new rating pro- 
gram recognizes the extensive glass styl- 
ing in 1959 automobiles. These models 
will be charged an additional premium 
of $3 for each automobile insured for 
full coverage comprehensive and $1 for 


each automobile with $50 deductible 
comprehensive. The NAUA feels there 
are no foreseeable factors that would 


tend to reduce loss frequency or stop 
the trend toward higher loss payments. 

These additional premium charges be- 
came effective December 17, in the 
following states and territories: Alaska, 
Arizona, California, District of Columbia, 
Idaho, Illinois, Indiana, Kentucky, Maine, 
Mississippi, Missouri, Montana, Ne- 
braska, Nevada, New Hampshire, North 
Dakota, Ohio, Oklahoma, Oregon, Rhode 
Island, South Carolina, South Dakota, 
Utah, Vermont, Washington, West Vir- 
ginia and Wyoming. 

Rates for Countrywide Use 

This additional rating procedure has 
been developed for use countrywide, the 
NAUA states. It will be applicable soon 
in other states to be announced in the 
near future. 

“Comprehensive insurance protects the 
owner against loss or damage to the 
automobile by fire, theft, glass breakage, 
windstorm, flood and many other perils 
except collision. Glass losses, already a 
major portion of the losses paid under 
comprehensive, are one of the serious 
problems facing insurance companies 
today,” the association stresses. 

“Previous automobile styling included 
many models with wraparound, sizable 
windshields. Nearly all 1959 models have 


twinwrap windshields curved at both 
ends, in addition to which the upper 
6 to 8 inches is curved black to flow 


into the roof line, thereby considerably 
increasing the glass area. For example, 
the average wraparound in latest prior 
models had 11 square feet of glass and 
was curved at both ends. 

“The average twinwrap, standard on 
most 1959 models, will have 16 square 
feet curved at both ends, plus a curva- 
ture of glass extending into the roof. 
The twinwrap windshield extending into 
the roof is also expected to increase 
the use of tinted glass which costs more 
to replace. More glass means more ex- 
posure to breakage and higher cost of 
replacement. 

“In addition to the increased use of 
glass, construction and design of private 
passenger automobiles in recent years 
tend toward wider, longer and lower 
bodies. The styling trend, in addition 
to vast areas of glass, includes dual 
headlights, many of which are a part of 
the grill assembly. Sculptured fenders 
and elaborate tail lights becoming part 
cf a decorative rear grill are important 
parts of this styling. 

“Undoubtedly the 1959 models have 
more style appeal and are superior in 
many ways to their predecessors but 
they will cost more to repair,” the Na- 
tional Automobile Underwriters Associa- 
tion declares, 


North America Plans 
To Increase Capital 


TO AUTHORIZE $50,000,000 


Dividend Increased to $3.00 a Year From 
$2.50; Cooney Named Director; 
Wentworth Elected Vice Pres. 


Directors of Insurance Co. of North 
America of Philadelphia last week de- 
clared an increased quarterly dividend 


and recommended an increase in the 
amount of the company’s authorized 
stock, 


The board declared a quarterly divi- 





CLAYTON B. WENTWORTH 


dend at an increased rate of 75 cents a 
share on the $5 par capital stock of 
the company, payable January 15, to 
stockholders of record at the close of 
business December 31. The increased 
dividend places the stock on a $3.00 
annual basis. The previous rate was 
2.50 per year. 

The directors voted to recommend to 
stockholders, for action at the annual 
meeting March 18, an increase in the 
authorized capital stock of Insurance Co. 
of North America from $30,000,000 to 
$50,000,000. 

Of the present 6,000,000 authorized 
shares of $5 par value, 5,600,000 are out- 
standing or reserved under employe and 
stock option plans. 

“Looking to the future, we feel it is 
prudent to increase the authorized capi- 
tal to $50,000,000 at this time,” John A. 


(Continued on Page 25) 


Underwriting Results 
Are Improved in 1958 


PRES. POLLEY REPORT TO EUA 


Sees Greater Competition for Dwelling 
Coverage; Peacock on Public Rela- 
tions Results, Activities 





A marked improvement in underwrit- 
ing results for the latter months of 1958 
as compared with earlier this year and 
with 1957 is seen by President Arthur 
L. Polley of the Eastern Underwriters 
Association. Addressing the annual 
meeting at the Hotel Biltmore in New 
York City last week he said he does 
not anticipate this improvement will be 
sufficient to produce an underwriting 
profit for the industry in 1958, Lut he 
expressed confidence this year will show 
a pronounced trend in the right direction 
and one he feels will continue until the 
business reaches a per:od of reasonable 
underwriting prohts. 

Mr. Polley who is also vice president 
of the Hartford Fire, tempered his opti- 
misim with a review of scrious problems 
facing stock companies. He to'd the 
EVA members that “now is an opportune 
time for all company managements to 
correct any unsound practices they may 
have been forced by « mpetition to 
condone. Much has been done and is 
already reflected in the results. More, I 
am sure, will be done to assist the 
industry to earn. satisfactory under- 
writing profits. Let us hope that when 
this is accomplished the competition for 
those profits will not reverse the process 
and send some companies back into 
unsound practices and red figures. 

“Fortunately, over the years the profit 
years and profit dollars have materially 
exceeded the unprofitable years and loss 
dollars. This must ever be so if we are 
to survive as a business. These cycles 
of unprofitable years followed by profit- 
able are historical in our business and 
therefore must be expected. They should 
neither unduly discourage nor elate us, 
nor cause us to depart from manage- 
ment practices which, over the years, 
have proven sound, 


Trends for the Future 


“One not new but continuing trend is 
that of paying premiums in some form 
of a deferred payment (budget, install- 
ment plan, or whatever you may name 
it). This, of course, is not unique in our 
business but is a very important factor 
throughout all American merchandising,” 
President Polley stressed. 

“Insurance is looked upon in probably 
the majority of households as a necessary 
continuing expense, not too different 
from the utility services, such as elec- 
tricity and telephone, and certainly in the 
same category as the payments on an 
automobile bought on a deferred pay- 
ment plan. 


Less Detail Work for Agents 


“Another trend is toward more de- 
tailed work being done by the com- 
panies and less by the agents, whereby 
they may have more time to produce 
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and service business. The trend is away 
from policy writing, as an example, in 
agents’ offices and toward companies 
assuming that labor, for the very good 
reason that through the use of modern 
machines and particularly electronic ma- 
chines it is anticipated that methods will 
eventually be found to perform this la}or 
in large units much more economically 
than it can be done by hand operations 
in agents’ offices. 

“This can apply to policy writing, 
making of agents’ accounts, and other 
bookkeeping and clerical operations for 
the agents. However, it must be kept in 
mind that while such machines operate 
rapidly they are expensive to rent or 
buy and require skilled high cost per- 
sonnel to operate. 

“It is obvious that the long term trend 
has been, and there is every indication 
will continue to be, in the direction of 
more intense rather than less competi- 
tion,” Mr. Polley warned. 

“In years gone by the competition 
which possibly annoyed us the most was 
that of the agency mutual company. Ii 
recent years that has been intensified 
by the mutual and the non-mutnal direct 
writers; namely, companies whicli have 
adopted a method of merchandising their 
product outside of the so-called American 
Agency System. These companies have, 
to date, been largely operating in a few 
classes, the most prominent being the 
automobile, but they are committed to 
expansion into other classes one by one. 

“The next big class of business that 
will be undertaken is, of course, the pri 
vate dwelling, both firewise and casualty- 
wise, which is an important class, to 
almost all agencies. Undoubtedly in time 
this will spread to the mercantile (cer- 
tainly the public building) and_ then 
possibly the special hazard classes. That. 
again, is a trend and a challenge. It 
can be met through superior service and 
an ever diligent eye upon our costs 0 
doing business. 5 

“We would be less than realists ! 
we did not give recognition to the fact 
that in the last decade a greater, per 
centage of the total available business, 
particularly physical damage automobile 
business, has gravitated to companies 
merchandising their product on a basis 
different from us, and that trend 1s con 
tinuing right up to this minute. 

“The fact that most of our agents ant 
our companies have increased their bust- 
ness during this period does not change 
the fact that we have, nevertheless, lost 
position. We are writing a smaller pe 
centage of the total available business; 
namely, we have not secured and are 
not now securing as great a percentage 
of the business, as it becomes available, 
as we did ten years ago. 


“This means that to survive in the 
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12 Retiring Officers Of Firemen’s 
Honored At Dinner By Associates 











Twelve retiring officers of the Fire- 
men’s Insurance Co. of Newark, N. J., 
with an aggregate service of over 525 
years, were honored Friday evening, 
December 12, at a dinner given by their 
cl officers at The Roost in Newark, 
a, 


William B. Rearden, president of the 
Loyalty companies, of which Firemen’s 
is the principal company, acted as toast- 
master, J, Victor Herd, chairman and 
president of the America Fore com- 
panies, with whom Loyalty affiliated last 
December, and Nicholas Dekker, execu- 
tive vice president of the America Fore 
companies, also attended and_ spoke 
briefly. Albert R. Jube of New York, 
chairman of the Firemen’s executive and 
finance committee, extended the compli- 
ments of the board of directors. 

Walter J. Christensen, executive vice 
president of Loyalty, delivered a short 
address commenting on the warm friend- 
ship which has developed among the 
officers during the many years they have 
Worked together. He presented each of 
the guests of honor with a transistor 
radio, 

_Mr. Rearden pointed out that the re- 
irement of such a large group of officers 
Over a period of a few months presented 
a severe challenge to all of the active 
offcers who will succeed them, particular- 
y since all have served in key positions 
of the Firemen’s for more than a quarter 
of a century, 


Meldrum Senior Officer 


The senior retiring officer in point of 
years was Vice President James K. Mel- 
om who has been with the company 69 
Among top ranking retiring officers 
hic Maker J. Schmidt who relinquishes 
belo’ ce as_vice president and comp- 

Quer atter 54 years of service; Charles 

Payne, vice president and treasurer, 


who has been with the company 48 years; 
H. C. Houghton, vice president in charge 
of fire accounting, with the organization 
for almost 50 years and Frank W. Fran- 
zen, vice president in charge of under- 
writing and production for the Middle 
Atlantic states, 46 years of service. 


Arthur B. Cross, vice president in 
charge of the company’s casualty claim 
department, served 32 years; Assistant 
Secretary Theodore J. Bedford is also 
retiring after 40 years of service. Thomas 
A. Smith, Jr. one of the organizers of 
Loyalty’s bonding department in 1921, 
served as vice president and manager of 
the department for more than 30 years. 

John F. Lansing, assistant secretary, 
served the company in the field and as 
supervising underwriter in charge of 
operations in the southern states and 
Canada and has been with the Firemen’s 
for nearly 40 years. 

Dalton G. Baldwin, assistant secretary 
in the loss division supervising automo- 
bile physical damage losses, started with 
the company in 1916, 

Also attending the dinner were Russell 
W. Riley, resident vice president and 
manager of the Trenton, N. J., office, 
with the company 45 years, and Edmund 
J. Donegan, secretary and manager of 
the New York branch office, with the 
company for nearly 25 years. 


James K. Meldrum 


Mr. Meldrum is the oldest employe in 
point of service in the America Fore 
Loyalty Group, having joined the Fire- 
men’s February 10, 1890, at the age of 
16. He advanced through various posi- 
tions to become head of the local depart- 
ment servicing agents in northern New 
Jersey. He was the first assistant sec- 
retary of the Firemen’s, being elected 
in 1911. He was appointed a secretary in 
1927; a second vice president in 1932 and 
a vice president in 1958. 


Walter J. Schmidt 


Born in Philadelphia, Mr. Schmidt was 
graduated from Pierce Business College 
in that city. He began his insurance 
career in 1904 with the Girard Insurance 
Co. of Philadelphia as a stenographer 
and general office worker, handling all 
office detail, including underwriting. In 
1916 the Girard became affiliated with 
the Firemen’s and Mr. Schmidt subse- 
quently transferred to the Newark office 
as assistant chief accountant. He was 
appointed an assistant secretary of the 
Loyalty companies in 1922, a secretary 
in 1927, a second vice president in 1931 
and a vice president in 1941. 


Payne, Houghton, Franzen 


A native of Newark, N. J., Mr. Payne 
attended Barringer High School and 
New York University. He joined the 
Firemen’s in 1910. He was appointed 
vice president and treasurer of the 
Loyalty companies in 1941. He has been 
a director of the Metropolitan Casualty, 
National-Ben Franklin and Commercial 
of the America Fore Loyalty Group 
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since 1940, 

Mr. Payne is a director of the Newark 
Chamber of Commerce and the United 
States Savings Bank and is chairman 
of the board of the Broadway Mutual 
Savings & Loan Association. 

A native of New York City, Mr. 
Houghton attended the local schools and 
New York University. He joined the 
Firemen’s in 1909. He was appointed an 
assistant secretary of the Loyalty com 
panies in 1928, a secretary in 1932, a 
second vice president in 1956 and a vice 
president in 1958. 

A native of Orange, N. J., Frank W. 


Franzen attended Barringer High 
School and Drake’s Business College 


In 1912 he was employed by the Com- 
mercial Casualty as an assistant in the 
accounting division. In 1917 the was ap- 
pointed assistant manager of the Newark. 
N. J., branch office. In 1919 he was pro- 
moted to manager with the title of resi- 
dent vice president. 

In 1929 the Commercial Casualty joined 
the Loyalty companies and Mr. Franzen 
transferred to the New York office as 
resident vice president and manager for 
the Commercial Casualty and Metronoli 
tan Casualty. He returned to Loyalty’s 
Newark head office in 1934 as vice presi 
dent of the Commercial and Metropoli- 
tan. He was appointed vice nresident of 
all Loyalty companies in 1947 and his 
duties were enlarged to include fire pro 
duction and underwriting. 


Arthur B. Cross 


Born in Baltimore, Mr. Cross received 
his LL.B degree from the Baltimore Law 


School and attended courses at the 
Georgetown University Law School. He 
entered insurance in 1916 with the 
United States Fidelity and Guarantw 


where he rose to superintendent of 
claims for Texas. In 1925 he went with 
the Standard Accident in Detroit as bond 
claim superintendent, He joined the 
Metropolitan Casualty in 1926 as a sec- 
retary and superintendent of fidelity and 
surety bond claims. In 1930 he was ap- 
pointed a secretary of all Loyalty com- 
panies. He was appointed a second vice 
president of the Loyalty companies in 
1942 and a vice president in 1958. 


North America 


(Continued from Page 24) 


Diemand, president, said. 
Cooney Elected Director 


In other business, the board elected 
Philip H. Cooney, INA financial vice 
president, a director of Insurance Co. 
of North America and Indemnity In- 
surance Co. of North America. 

Clayton B. Wentworth was elected 
vice president of the North America 
and the indemnity company. Previousiy 
he had been assistant vice president of 
the two companies. 

Mr. Cooney joined INA in 1938 after 
being associated with the investment 
banking firm of L. F. Rothschild and 
Co., New York, for 14 years. He was 
made investment manager for INA in 
1942 and elected financial vice president 
in 1944. He has been a director of Life 
Insurance Co. of North America since 
its incorporation in 1956, . 

Mr. Cooney is also a director of 
Provident Tradesmens Bank and Trust 
Co., Pennsylvania Power and Light Co., 
Mississippi River Fuel Corp., Philadel- 
phia, Germantown, and Norristown Rail- 
road Co., North Pennsylvania Railroad 
Co., Delaware and Bound Brook Railroad 
Co., Port Reading Railroad Co., Kansas, 
Oklahoma and Gulf Railway Co., and 
Panhandle Eastern Pipe Line Co. He 
serves on the board of managers of 
Beneficial Saving Fund Society. Mr. 
Cooney is a graduate of New York Uni- 
versity. : 

Mr. Wentworth has held the post of 
assistant vice president of the North 
America and Indemnity Insurance Co. 
since 1956. He jcined INA in the in- 
vestment department in New York in 
1945, was elected assistant secretary in 
1952 and financial secretary in 1954. He 
was with the investment department of 
New England Mutual Life from 1930 
to 1945, 
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Grover Chairman of 
Committee of Lloyd’s 


HISCOX IS DEPUTY CHAIRMAN 
Grover, Present Deputy Chairman, 
Became Underwriting Member in 
1936, and Hiscox in 1946 
Grover was elected chair- 
man of the Committee of Lloyd’s in 
London and Ralph Hiscox elected 
deputy-chairman to serve during 1959 at 
a recent preliminary meeting of the 
Committee of Lloyd’s, according to 
cabled advices received from London hy 
Mendes & Mount, their American coun- 

scl in New York. 
This is the first time that Mr. Grover 
ias been chairman of Lloyd’s. He is the 


ty-chairman, this having 


Anthony C. 


1 


preseni dep 





ANTHONY C. 


GROVER 


been his first year also in that office. 
Mr. Grover, who has been an _ under- 
writing member of Lloyd’s since 1936, 


committee 


was elected to serve on the 
January 1, 


for the four years beginning 
1958; he had previously been on the 
committee for the years 1953-56. 

He was deputy-chairman and treasurer 
of Lloyd’s Register of Shipping from 
July, 1956, until January, 1958, when he 
resigned in consequence of his election 
as deputy-chairman of Lloyd’s. He re- 
mains a member of the general com- 
mittee of Lloyd’s Register. Mr. Grover 
is a past chairman of Lloyd’s Under- 
writers’ Association. 


Mr. Hiscox will be serving also for 
the first time as deputy-chairman of 
Lloyd’s. He was elected an annual sub- 


scriber to Lloyd’s in 1939 and an under- 
writing member in 1946. He was elected 
to serve on the Committee of Lloyd’s 
for a period of four years from January 
1, 1956. Mr. Hiscox is a past chairman 
of Lloyd’s Underwriters’ Fire and Non- 
Marine Association. 


Stewart, Smith Provides 
Captains Club Cover 


With over 7,000,000 pleasure boats of 
all shapes and sizes now taking to the 
water in the United States, R. H. Gore & 
Co. of Chicago announces the successful 
completion through Stewart, Smith (lIlli- 
nois) and Lloyd’s of London of a policy 
that provides broad insurance protec- 
tion for amateur sailors. 

The policy covers members of Cap- 
tains Club at group rates heretofore un- 
available to any individual boat owner. 
The premium reductions obtainable un- 
der the Captains Club plan, according to 
John C. Brogan, executive vice presi- 
dent of R. H. Gore Co., are the same in 
scope as those afforded under group 
plans for medical insurance. They are 
subject, of course, he points out, to the 
rules and regulations of the insurance 
laws of the several states. 


Bernard P. Carter Dies; 
London Group Manager 


Bernard P. Carter, of Richmond, Va., 
died December 8 after a lengthy illness. 
He was 69 years of age. 


in 1918 under Colonel John W. Gordon, 
then general agent for the London. He 
was a State agent in Virginia, District of 
Columbia and North and South Carolina. 
In 1929 he became a general agent and 
in 1932 a partner in the general agency 
of Gordon, Brown and Carter, which had 


License Change in Pa. 
Effective now in Pennsylvania licenses 
of gualified insurance agents, applying 
for licenses with additional insurance 
companies, will be effective on the date 


the Insurance Department receives the 
properly executed application. 
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See for yourself which one of the leading premium payment plans provides more premiums and profit-building =o 
opportunities for producers...and more security for the insured! for ‘the 

The comparison chart* tells the story. Thico Plan, Inc., new premium payment facility of The Home Insur ont 
ance Company, is by far the best available today—compare Thico budget charges with those of any other IB the wa, 
plan. Thico Plan saves time, saves work, saves money for those who sell insurance and those who bvy. yy 
USE Thico Plan. See your Home fieldman for full details. money o 

Msured, 

cick coe tome seen see. Cae, HOME Graurance oi Th 
rae sary betes = Property Protection since 1853 struction 


parison with Thico Plan. We invite 
you to draw your own conclusions. 






The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
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Maine Rules Sale of Used-Car 


W arranties Constitutes Insurance 


Attorney General Frank F. Harding of 
Maine has ruled that the conduct of the 
sale of used-car warranties in that state 
“s the carrying on of insurance_busi- 
ness.” He rendered his opinion to Insur- 
ance Commissioner George F. Mahoney. 
The Attorney General differs with New 
interpretations, stating: . 

‘New York has said that a proper 1n- 
spection of the ‘warranted’ parts of a 
motor vehicle eliminates the happening 
of the fortuitous event resulting in their 
impairment or destruction. This is like 
saving that a medical examination of a 
person eliminates the fortuitous event of 
his physical impairment or death. 

“The inaccuracy of this idea is shown 
patently by the claims which have re- 
sulted from used-car ‘warranty’ contracts 
all over the country. To say that the 
buying public could be induced to lay out 
substantial sums to protect itself from 
events which could not occur because of 
control in another is to overlook the 
economic facts of life. 


Used-car Warranty Business 


“A typical used-car warranty business 
operates in this way: 

“A corporation enters into a contract 
with a dealer. The dealer agrees to sell 
warranty certificates on certain cars re- 
conditioned by him. He agrees to send 
a certain amount to the corporation for 
each certificate he sells. Part of this 
amount is retained by the corporation 
to cover its expenses and the balance is 
retained by the corporation as a reserve 
fund to cover claims under the warranty. 
The corporation agrees to make neces- 
sary repairs on the warranted parts of 
each car which are impaired or de- 
stroyed within the warranty period. It 
agrees to return to the dealer a_per- 
centage of the reserve fund remaining 
after claims have been paid. There are 
certain provisions for making up losses 
in excess of the reserve fund and for 
cancellation of the contract. 

“The dealer then sells warranty certifi- 
cates to the purchasers of certain recon- 
ditioned cars for a certain fee. The 
certificate states that the car has been 
reconditioned by the dealer and that the 
corporation will indemnify the purchaser 
for the cost of repairs on specified parts 
which become impaired within the war- 
tranty period. 

“The corporation reserves the right to 
determine the necessity for repair or re- 
placement. Cars used for commercial 
purposes are excluded by the terms of 
the warranty. Liability for personal in- 
jury or property damage caused by de- 
fective parts of the car; the cost of 
tune-ups or adjustments; repairs arising 
out of or revealed by collision; and re- 
Pairs resulting from neglect, misuse, 
acts of God, or major alteration not 
recommended by the manufacturer are 
also excluded. 

“The certificate is neither transfer- 
able nor assignable. It contains a state- 
ment that it is not an insurance policy 
and is not to be construed as such. 


Application of Maine Statute 


“Applying the Maine statute, which 
admittedly is very broad, to the opera- 
tion of the used-car warranty business 
we find as follows: 


“l. There is an agreement between the 

company issuing the ‘warranty’ and the 
Purchaser of it, 
_ 2. The purchaser pays a consideration 
lor the agreement. The fact that the 
Payment may be made indirectly is of 
no consequence, since the money for 
the ‘warranty’ comes from the purchaser 
0 the car in the final analysis. 

3. The company promises to pay 
money or to do some act of value to the 
sured, 

“ . 
ate company promises to pay the 
stat, O1 perform the act upon the de- 
f On or injury of something in which 

€ purchaser has an interest. 


“It could be argued that under this 


statute even a warranty would be con- 
sidered insurance. To eliminate this pos- 
sibility, let us apply the more stringent 
five-point definition outlined by Vance 
to the used-car warranty business: 


“(1) Does the insured possess an in- 
surable interest? Yes. He owns an 
equity in the car which is the subject of 


the ‘warranty’ contract. 


“(2) Is the insured subject to a risk 
of loss through the destruction or im- 
pairment of that interest by the happen- 
ing of a designated peril? Yes. The 
‘warranted’ parts of the car may be 
injured or destroyed through normal use 
of the car. 

“(3) Does the insurer assume that risk 
of loss? Yes. He promises to indemnify 
the purchaser for all or part of the 
cost of repairs. 


“(4) Is this assumption part of a gen- 
eral scheme to distribute actual losses 
among a large group of persons bearing 


somewhat similar risks? Yes. The com- 
pany seeks to issue these ‘warranties’ 
to the purchasers of all cars which meet 
age and inspection requirements. 


“(5) Does the insured make a ratable 
contribution, called a premium, to a gen- 
eral insurance fund? Yes. He pays a 
fee either directly or indirectly to the 
company which retains a certain part of 
it to cover losses and expenses. 

“Several types of used-car warranties 
have been called to our attention. Though 
their details differ, their patterns fit the 
definition of insurance. For the reason 


(Continued on Page 32) 
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ORGANIZED NOVEMBER 30, 


e FIRE-ALLIED LINES 
eAUTOMOBILE 
e INLAND MARINE 


ANNOUNCING 


....the combining of 


THE EXCESS REINSURANCE ASSOCIATION 


ORGANIZED MARCH 1, 1934 


and 


THE CASUALTY REINSURANCE ASSOCIATION 


OF AMERICA 


to form effective December 31, 1958 


EXCESS AND CASUALTY 
REINSURANCE ASSOCIATION 


The Largest and Strongest American Association 


for Multiple Line Reinsurance 


Membership— Now 44 Insurance and Reinsurance Companies 





Underwriting Manager 


EXCESS AND TREATY MANAGEMENT CORPORATION 


99 JOHN STREET, NEW YORK 38, N.Y. 


1949 


e CASUALTY 
e FIDELITY 
eSURETY 
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Sinn Tells Fieldmen To Produce 
Good Business, Earn Agents’ Respect 


There are two main duties of a field- 
man from the company standpoint in the 
opinion of Alfred C, Sinn, Clifton, N. J., 
local agent and executive vice president 
and director of the Excelsior Insurance 
Co. of Syracuse, N. Y. These are to 
produce a volume_of profitable business 





ALFRED C. SINN 


and to earn the friendship and respect 
of the agency forces. 

Mr. Sinn, who is also a past president 
of the New Jersey Association of Insur- 
ance Agents, told a recent round-up of 
the field staff of the Excelsior that 
“there is no over-simplification in this 
rather brief statement. The problem be- 
comes complex, however, when one at- 
tempts to attain these ends. What: we 
expect of our field representatives is 
rather a simple matter but the fulfill- 
ment of these expectations becomes more 
complex. 

“T think the first challenge that arises 
for a field supervisor is the appointment 
of new agents. Don’t, under any circum- 
stances, appoint an agent merely for 
the sake of making an appointment. 
Being highly selective in your appoint- 
ments is essential to producing profitable 
business and to conserving your time. 
If you make an appointment, and later 
discover that you have erred, don’t hesi- 
tate in correcting your mistake—get rid 
of him! 

“We are interested in how much 
profitable business you produce. We are 
not interested in how many agents you 
appoint, or in how many you close out. 

“Be selective in the business you accept 
from your agents. When you're in 
doubt, have the guts to say ‘No.’ Don’t 
pass this buck to an underwriter in the 
home office. Who knows the risk better? 
You, or the underwriter? In this con- 
nection, bear in mind that in the field 
you are the company. Don’t be afraid 
to assume the responsibility that your 
position entails. 

“The rising cost of living, the corr- 


petition of the direct writers, and ‘keep- 
ing up with the Joneses’ is exacting a 
toll on the agency ranks. It is, therefore, 
essential that each of our field super- 
visors keeps a very careful check on his 
outstanding balances. No business be- 
comes profitable until it has beer paid 
for. 

“Tt seems to me that many fieid men 
are inclined to become errand boys for 
their agents. This is one of the mast 
serious mistakes you can make, Not only 
does this practice rob you of vaiuable 
time, but it also robs you ot the respect 
to which you are entitled. Your agents 
are entitled to your services; but these 
services involve your professional knowl- 
edge, not your ability to deliver a policy 
or to consistently pick-up lunch checks. 
Chances are you'll be better off without 
the type of agent that expects this kind 
of subservience.” 


KRUG AGENCY HONORED 

Raymond A. Krug, agent in Philadel- 
phia, was honored by the American 
Union Insurance Co. of New York on 
the occasion of the agency’s 35th anni- 
versary of company representation. A 
luncheon was held at the Bookbinder 
RKestaurant where an anniversary plaque 
was presentd to Mr. Krug by George P. 
O’Loughlin, assistant secretary, and Earl 
T. Belanger, state agent. 








XMAS BONUS TO EMPLOYES 

The Resolute Insurance Companies, 
for the thirty-third consecutive year, 
will pay a Christmas bonus to employes, 
E. K. Scribner, president, announced. 
Bonus payments equal to a half month’s 
salary were made November 30 to all 
employes (excluding officers) employed 
the past year by the Resolute and Reso- 
lute Credit Life. 













































E. C. Merrill Heads 
Whitehill Agency, Inc. 


F. J. SPITALNY ELECTED A V.P. 





New President Associated with Late 
Clarence K. Whitehill for Over 32 


Years; His Career 





Eugene C. Merrill thas been elected 
president of the Whitehill Agency, Inc., 
95 Maiden Lane, New York, one of Man- 
hattan’s largest general insurance agen- 
cies, He succeeds the late Clarence K. 
Whitehill who died last week. Associated 
with Mr. Whitehill for over 32 years, 
Mr. Merrill has been executive vice 
president of the agency since 1950. 

Another election is that of Frank J. 
Spitalny, moved up to vice président of 
Whitehill Agency. His responsibility is 
on the administrative side. He came into 
the organization following two years of 
military service in the Korean Conflict, 
serving as first lieutenant in the U. S. 
Air Force. He is active in the insurance 
division of the Federation of Jewish 
Philanthropies. 

President Merrill's Career 

A graduate of Cornell University, class 
of 1926, Mr. Merrill joined Whitehill 
Agency the same year, His record of 
continuous service was interrupted for 
3% years in World War II. He entered 
the Army Air Force as a lieutenant and 
retired as lieutenant colonel. 

In 1940 the Merrill Agency, Inc. was 
formed as an affiliate of Whitehill 
Agency and Mr. Merrill now heads that 
organization. 

His chief outside interest is the Wil- 
liam Alanson White Institute of Psychi- 
atry, Psychoanalysis and Psychology of 
which he is treasurer and a member of 
the board, This is a graduate school, 
chartered by the New York Board of 
Regents, which is outstanding in its spe- 
cialized field. 


C. K. WHITEHILL DIES AT 56 
Well Known New York City Agent and 
Director of Sun of New York Was 
Active in Communal Affairs 

Clarence K. Whitehill, founder and 
president of the well known Whitehill 
Agency, Inc., of New York City, died 
December 9 at his home in Scarsdale, 
N. Y. He was 56 years of age. Mr. 
Whitehill is survived by his widow, Jen- 
nie; two daughters, Jane W. Spitalny 
and Carol W. Moses; a son, Richard; 


his mother, Mrs. Leon Newman, and 
three grandchildren. 
The Whitehill Agency was founded 


in 1923 and since its inception it has 
been the general agent for the Sun 
Insurance Office Ltd., and the Sun of 
New York, and its predecessor compa- 
nies. As it expanded, the agency has 
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in the Little League ? 


We know some brokers who handle Life like a 


League. 





it over. 
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weekend hobby. If they sell one or two policies in 
addition to their other lines, they feel it’s just that 
much gravy. They’re definitely playing in the Little 


But the major leagues are there for any broker 
who wants to tackle them — the big policies with the 
important premiums that mean something. It takes 
more knowledge and experience to get into the 
majors though, specially if your regular lines take 
most of your time. That’s where Jaffe comes into 
the picture. 

We've got a team of Life experts, ready to pinch 
hit for you whenever you need them. If you want 
to improve your batting average, come in and talk 


Inland and Ocean Marine, Automobile, 
Liability, Compensation, Disability, Fire, 
Burglary, Glass, Bonds, Water, Boiler & 
Machinery, LIFE 
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taken on representation of other lead- 
ing insurance companies. Mr. White- 
hill was also a director of the Sun o! 


teen Se 
CLARENCE K, WHITEHILL 


New York and of the Scarsdale Nation 
Bank. ' 

Mr. Whitehill was active in the fel! 
of philanthropy and in communal affairs 
For 16 years he had been a trustee ® 
large of Federation of Jewish Phila 
thropies of New York. At the time". 
his death he was associate chairman ° 
the federation’s fund-raising campalg" 

Mr. Whitehill formerly was a trust 
of The Home for Aged and Infirm He 
brews of New York and of the We 
chester Mental Hygiene Association, 4" 
he had been active in the affairs of 
Stuyvesant Neighborhood House 
the Westchester Community Services: 
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Doctrine Of Proximate Cause 


Law Decisions Hold Peril Insured Against Must Reach Thing 


Insured So That Damage Sustained Is Within 
Compass of Reasonable Probability 


By Georce I. Gross 
Powers, Kaplan & Berger 


George I. Gross of the New York law 
firm of Powers, Kaplan & Berger has 
written a comprehensive article on the 
doctrine of proximate cause as applied to 
insurance losses. Part I, dealing with the 
doctrine in the law of torts, was published 
last week. Parts II and III deal with the 
doctrine as applied in the law of insurance. 


Part II 


The case of Bird v. St. Paul Fire and 
Marine Insurance Co., decided by the 
New York Court of Appeals in 1918,"* is 
one of the leading cases on this subject 
recognized as such 
In that case a 


and = generally 
throughout the country. 
fre and marine insurance company in- 
boat against loss and 
from “The adventures 
of sounds, harbors, bays, 
rivers, canals and_ fires.” While the 
vessel was lying in harbor a fire broke 
out underneath freight cars loaded with 


sured a canal 
damage 


and perils... 


arising 


explosives, 

This fire was followed by an explosion 
of the explosives, causing another fire 
turn caused a much greater 
explosion of explosives stored in the 
freight yard. This last explosion caused 
a concussion of the air which damaged 


which in 


the vessel, about 1,000 feet distant. No 
fre reached the vessel, the damages 


being solely from the concussion caused 
by the second explosion, 
held that the 
covered by the policy; that the fire was 
not the proximate cause of the damage 
within the meaning of the policy. Judge 
Cardozo started his reasoning with the 
statement that there was no doubt that 
when fire itself spreads to a neighboring 
building and there causes an explosion, 
the insured is liable for all the damage. 
He also stated that it may be assumed 
that in the absence of some exception in 
policy, a like liability follows when an 
explosion caused by fire occurs in 
neighboring buildings. He then said: 


It Was loss was not 


Cardozo Reasoning 


“But the question here is whether 
space is a factor in the solution of the 
Problem. . . . The problem before us is 
hot one of philosophy. If it were, there 
might be no escape from the conclusion 
of the court below. General definitions 
oO proximate cause give little aid. Our 
guide is the reasonable expectation and 
Purpose of the ordinary business man 
when making an ordinary business con- 
tract. It is his intention, expressed or 
fairly to be inferred, that counts. There 
are times when the law permits us to go 
lar back in tracing events to causes. The 
Inquiry for us is how far the parties 
to this contract intended us to go. The 
Causes within their contemplation are 
the only causes that concern us... . 

he same cause producing the same 
effect may be proximate or remote as 
the contract of the parties seem to place 
b In light or shadow. That cause is to 
€ held predominant which they would 
think of as predominant. A common- 
see appraisement of everyday forms of 
eeech and modes _of thought must tell 
nine €n to stop. It is an act of “judg- 

ent as upon a matter of fact.’ ” 
Pad view of the problem of causation 
we iow impossible it is to set aside 
in Mmaterial the element of proximity 

Space. The law solves these problems 


pragmatically. There is no use in argu- 
ing that distance ought not to count, if 
life and experience tell us that it does. 
The question is not what men ought to 
think of as a cause. The question is 
what they do think of as a cause. We 
must put ourselves in the place of the 
average owner whose boat or building is 
damaged by the concussion of a distant 
explosion, let us say a mile away. Some 
glassware in his pantry is thrown down 
and broken. 

“It would probably never occur to him 
that within the meaning of his policy 
of insurance, he had suffered loss by 
fire. A philosopher or a lawyer might 
persuade him that he had, but he would 
not believe it until they told him. He 
would expect indemnity, of course, if fire 
reached the thing insured. He would 
expect indemnity, very likely, if the fire 
was near at hand, if his boat or building 
was within the danger zone of ordinary 
experience, if damage of some sort, 
whether from ignition or from the in- 
direct consequences of fire, might fairly 
be said to be within the range of normal 
apprehension. 

“But a different case presents itself 
when the fire is af’all times so remote 
that there is never exposure to its direct 
perils, and that exposure to its indirect 
perils comes only through the presence 
of extraordinary conditions, the release 
and intervention of tremendous forces of 
destruction a result which in other con- 
ditions might be deemed a mere incident 
to a fire and, therefore, covered by the 
policv has ceased to be an incident, and 
has become the principal. 

“The distinction is no less real because 
it involves a difference of degree. In 
such a case, the damage is twice re- 
moved from the initial cause. It is 
damage by concussion; and concussion 
is not fire nor the immediate consequence 
of fire. But there is another stage of 
separation. It is damage by concussion 
traveling over a distance so remote that 
exposure to peril is not within the area 
of ordinary provision, the range of 
probable expectation. The average man 
who speaks of loss by fire does not ad- 
vert to the consequences of this play of 
catastrophic forces. 

“The case comes, therefore, to this; 
fire must reach the thing insured, or 
come within such proximity to it that 
damage, direct or indirect, is within the 
compass of reasonable probability. Then 
only is it the proximate cause because 
then only may we suppose that it was 
within the contemplation of the contract. 
In last analysis, therefore, it is some- 
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thing in the minds of men, in the will 
of the contracting parties, and not merely 
in the physical bond of union between 
events, which solves, at least for the 
jurist, this problem of causation.” 

It is interesting to note that Judge 
Cardozo states that the problem in the 
3ird case is not one of philosophy but 
one of law in which the guide must 
be the reasonable expectation and pur- 
pose of the ordinary business man when 
entering into his policy of insurance, and 
that it is his intention, expressed or 
fairly to be inferred by the policy, that 
counts, 

It is difficult to find any fault with 
the legal reasoning of Judge Cardozo in 
arriving at the court’s conclusion, but 
it is equally difficult in my mind to come 
to the conclusion that a judge’s personal 
philosophy of human conduct and ex- 
perience does not enter into the con- 
clusions which he reaches in applying 
the doctrine of proximate cause. 

Indeed, it is indicated throughout the 
opinion that the problem must be solved 
by a realistic approach and that the 
personal experiences and propensities of 
the triers of the facts and the law of 
the case will be the determining factors 
in arriving at the determination. 

Similarly, if the question of whether 
or not a peril insured against is the 
proximate cause of the claimed loss, is 
within the area where it will be left to 
a jury’s decision, it will be the con- 
sensus of the jury’s philosophy that will 
decide the issue, and since individual 
philosophies differ, the results in a par- 
ticular case will depend upon the com- 
posite attitude of that particular jury. 

In my class on legal aspects of insur- 
ance which I have conducted in the 
Insurance Society of New York for the 
past 17 vears, after lecturing on the 
nature of the doctrine of proximate 
cause, I submit the facts of the Bird 
case to the students and ask them how 
they would vote on the question. On 
each of the occasions on which I have 
followed this procedure, approximately 
one-half of the class have voted that 
the insured should recover and the other 
half that he should not. 


Time a Determining Factor 
If the question of space is a factor 


in the solution of the application of 
proximate cause, it seems reasonable to 
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conclude that the question of time is 
likewise a determining factor. In Auto- 
mobile Insurance Co. v. Thomas, decided 
by the Maryland Court of Appeal in 
1927," the insured property was damaged 
by the fall of a neighboring wall which 
remained standing for 38 days after a 
fire had destroyed the neighboring 
premises, the wall having fallen during 
a storm. The insured contended that 
the fire which had occurred in the 
neighboring premises 38 days earlier, 
was the proximate cause of his loss. 

The Appeal Court, after citing the Bird 
case with approval, and stating that 
practical men would not intend any dis- 
tinction to be drawn between flame 
extending from a fire in a next door 
building and the structural breakdown 
from the fire extending its effects over 
upon the insured building, made the 
following observation: 

“But it seems to us a different quest- 
tion is presented by the fall of a next 
door wall, left standing for a considerable 
time after the fire. for lapse of time 
brings with it weakening influences— 
wind and weather, and perhaps other 
forces, such as repeated vibrations, work 
upon the wall—and it seems unlikely 
that insurance against these forces would 
be intended, except within some limits. 
This is more clearly apparent if we 
suppose a case of a wall left standing a 
year or more after a fire, and maintained 
for future use. If the insurance covers 
loss from a fall after such a period as 
that, it must cover the risk of the year’s 
cumulative effects of such force as wind 
and weather and vibrations, and might 
be said to insure the judgment and care 
of the owner who maintains it. 

“There must, of course, be a lapse of 
time between a fire and the clearing 
away of dangerous conditions left by it, 
and during such time as is reasonably 
necessary for that purpose it may be 
said that the immediate or proximate 
effects of the fire continue, but beyond 
that reasonable time we think the in- 
surance against fire and its effects does 
not apply.” 

The Maryland Court, however, in the 
case before it, found that it was not 
justified to find as a matter of law 
that 38 days extends beyond the reason- 
able limit of fire insurance and held 
that it constituted a question of fact to 
be determined by the jury. 


Minnesota Case in 1907 


In the Minnesota case of Russell v. 
German Fire Ins. Co., decided in 1907," 
the question of whether damage caused 
by the fall of a neighboring wall seven 
days after the fire was the proximate 
result of the fire was submitted to the 
jury and a judgment in favor of the 
insured was sustained. The court said 
that the question to be decided was 
“Did the fire leave the wall in such an 
exposed condition that the wind pro- 
duced an effect which would not have 
been produced except for the fire.” 

And in Western Assurance Co. v. 
Hann, decided by the Supreme Court of 
Alabama in 1917," a similar result was 
sustained after a four months’ interval 
between the fire and the fall of the wall, 
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the Alabama Court holding that the 
evidence authorized the jury to find that 
the fire was the proximate cause of the 
loss and that the wind was an inter- 
vening agency, or incident, in the chain 
of events which could reasonably have 
been foreseen. 

In my personal view, application of 
the doctrine of proximate cause where 
there is a four months’ interval between 
the occurrence of the peril insured 
against and the ultimate damage (except 
possibly in a most unusual, clear and 
compelling set of circumstances) stretch- 
es the doctrine too far, especially where 
the peril insured against does not itself 
at any time reach the insured property. 


Other Cases Cited 


A-more palatable result occurred in 
the case of Johnston v. West of Scot- 
land Ins. Co., decided by a Scottish 
Court in 1828,” where the gabled end of 
a ruined wall fell on an insured building 
next door two days after the fire and 
while the wall was being taken down 
as unsafe. It was held that if the work 
of removing did not operate as an inter- 
vening cause, the fire was the proximate 
cause of the fall. Also, in the English 
case of Gaskarth v. Law Union Fire 
Ins. Co., decided by the Manchester 
Civil Court in 1877," a seemingly practical 
result was reached where it was held 
that when notwithstanding a warning to 
the owner that a wall left standing by 
fire on his premises was dangerous, he 
left it standing for eight days and then 
it fell on an insured building, the con- 
sequent loss was not covered by insur- 
ance. 

And in Cuesta v. Royal Insurance Co., 
decided by the Supreme Court of Georgia 
in 1896," it was held that the plaintiff 
was not entitled to recover, where 25 
days after a fire had damaged the build- 
ing in which the plaintiff had a store, 
a wall of the building fell and damaged 
the plaintiff’s office fixtures and furni- 
ture. The Court said that it was im- 
possible to say that the fire was the 
proximate cause of plaintiff’s loss and 
that ihe evidence tended to show that 
the predominating cause was the damm- 
ing up of water against the wall from 
heavy rains that fell subsequent to the 
fire. 

It seems clear from the cases already 
commented upon and others that the 
word “direct” in a fire policy means no 
more than the word “proximate” in the 
law of negligence,” although it is said 
that the doctrine of proximate cause is 
applied more strictly in marine insur- 
ance than in ordinary fire insurance. 

There is also substantial authority for 
the proposition, as indicated by several 
of the cases already noted, that fire 
itself need not actually touch or reach 
the insured property in order that recov- 
ery be had under fire policies ;” although 
where the damage is caused by explosion 
concussion resulting from fire, there is 
considerable authority to the effect that 
the antecedent fire must be within or 
on the premises insured.” 


Broadly Accepted Guide 


General as it may be in concept, we 
have the broadly accepted guide ex- 
pressed by Judge Cardozo in applying 
the doctrine of proximate cause in in- 
surance losses. The peril insured against 
must reach the thing insured or come 
within such proximity to it that the 
damage sustained, direct or indirect, is 
within the compass of reasonable prob- 
ability. Then only is it the proximate 
cause because then only may we suppose 
that it was within the contemplation of 
the contract. 

It is also reasonable to conclude that 
time and space between the occurrence 
of the peril insured against and the 
ultimate loss are factors to be consid- 
ered in determining the application of 
the doctrine, but here we have factors 
upon which reasonable minds often differ 
according to their particular philosophies. 
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Phila. Hearing Jan. 
On Pa. Fire Rate Changes 


Insurance Commissioner Francis R. 
Smith of Pennsylvania announces that 
he will hold a public hearing in connec- 
tion with recently proposed changes in 


° 


226 


fire insurance rates. The hearing is 
scheduled for Monday, January 5, at 10 
a.m., in Room 496, City Hall, Philadel- 
hia. Upon conclusion of the hearings 


in Philadelphia they will be adjourned 
and re-opened in Pittsburgh. 

The proposal to adjust rates has been 
filed by the Middle Department Associa- 
tion of Fire Underwriters, which repre- 
sents most of the fire insurance comna- 
nies doing business in Pennsylvania. The 
over-all effect of the proposed changes 
state-wide is relatively minor. However, 
in some areas substantial increases are 
requested. 


Baltimore CPCU Officers 


The Baltimore Chapter of Chartered 


Property and Casualtv Underwriters 
elected the following officers for 1959: 
President, Richard C. Sleeper, associate 


consultant of the Insurance Buyer’s 
Council; vice president, Rose M. Bausch, 
bond underwriter, Fireman’s Fund; sec- 
retary, John F. Graham of the Gilbert 
A. Dailey Co.; and treasurer John M. 
Thomas, Jr., state agent, Hartford Fire. 

Publicity chairman of Baltimore chapn- 
ter CPCU is James A. Griffin, Jr.. CPCU, 
president, Ford-Griffin Agency, Towson, 
Md. 


PRITCHARD 





Established 1923 
Confer 
with us 








Tel.: Mitchell 2-0963-4.5 
New Jersey 
Risks 


ey A. W. MARSHALL « CO. 


One of New Jersey’s Leading General Agencies 
744 BROAD STREET, NEWARK 2, N. J. 





School Inspection Blank 
Available from NBFU 


The National Board of Fire Under- 
writers’ “School Inspection Blank” is 
available to school authorities throughout 
the nation. This inspection blank, which 
has been used by schools since 1935 as 
a check on fire safety conditions, may 
be obtained by school administrators 
from local fire departments or National 
Board of Fire Underwriters. 

The inspection blank consists of a 
series of 36 questions on fire safety, 
including questions covering fire es- 
capes, heating equipment, fire extinguish- 
ment equipment, building construction, 
etc. 

L. A. Vincent, general manager of the 
National Board, said hundreds of thou- 
sands of the school inspection blanks 
have been used for years as a key check 
by school authorities, and fire depart- 
ment officials. Thousands of them, he 
noted, are distributed by the National 
Board every year. 

The blank’s printed instructions state 
that inspections are to be made each 
month by the custodian and a member 
of the faculty. At the quarterly inspec- 
tion, a member of the fire department 
should accompany the inspectors, and the 
complete blank should be filled out. The 
report of each inspection (monthly and 
quarterly) is to be filed with the Board 
of Education or School Commissioners. 

The inspection blank, which has been 
approved and adopted by the National 
Association of Public School Business 
Officials, has the endorsement of the 
International Association of Fire Chiefs. 





Swift Joins Loss Dept. 
Of North British Group 


Walter D. Swift has joined the loss 
department of the North British Group 
at New York, in association with Vice 
President & Secretary G. L. Scott. His 
title is secretary for all of the compa- 
nies. R. R. Thompson and T. J. Hunter 
continue in their present capacities as 
general adjuster and assistant general 
adjuster, respectively. 

After graduating from law school, Mr. 
Swift was employed in the Knoxville, 
Tenn., branch office of the General Ad- 
justment Bureau. Returning from serv- 
ice in World War II with the rank of 
major, he served as a special agent 
and then returned to loss work, in 
which field he has been actively en- 
gaged for several years. 
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AFIA Appoints Manager 
For Philippine Islands 


John M. Lyons, former manager of 
the AFIA office in Johannesburg, Union 
of South Africa, has been appointed 
manager for the Philippine Islands, ac- 
cording to James O. Nichols, president 
of the American Foreign Insurance As- 
sociation. Mr. Lyons will assist Victor 
H. Bello, supervisor for the Philippines, 
Hong Kong and Guam, in the manage- 
ment of the association’s business in 
the Philippines. 

Mr. Lyons joined AFIA in 1947 and 
was assigned to India. He _ has. also 
served in Singapore and Hong Kong and 
spent a brief time at the New York 
head office. A graduate of St. Johns 
University where he majored in lan- 
guages, Mr. Lyons served in the U. § 
Army during World War IT. 


A country consisting of more than 
7,000 islets, the Philippines is a major 
producer of lumber, sugar, copra and 


hemp. AFTA has been represented in 
the Philippines since 1919 and _ presently 
is operating there through the Aetna, 
American, Continental, Fireman’s Fund, 
Great American, Hartford Fire and the 
Home. 


Sayre & Toso, Brandt 


Management Committee 
Formation of a management committee 
to administer the nationwide operations 
of Sayre & Toso, Inc., W. B. Brandt & 
Co., Inc., Holland-America Insurance Co, 
Insurance Facilities Corp. of Missouri, 
Insurance Facilities Corp. of Illinois and 
Insureds Facilities Corp. of New York, 
is announced by H. Edward Sayre, 
chairman, and Harold J. Toso, president 
Nye ~~ re & Toso, Inc.—W. B. Brandt & 

O., 

i aiaea during the 1958 conference 
of the latter two firms of underwriters, 
held at Ojai Valley Inn and Country 
Club, Ojai, Calif., the committee includes, 
in addition to Messrs. Sayre and Toso, 

J. Hoagland, vice president; F. A. 
Hall, vice president; W. A. Rouse, vice 
president; G. F. Brown, vice president; 

R. Anger, secretary; and W. 
Tesch, manager Texas operations. 

Acquisition of Holland-America, Insur- 
ance Facilities Corp. of Missouri, Insur- 
ance Facilities Corp. of Illinois, and In- 
sureds Facilities Corp. of New York 
was announced the early part of this 
year. Offices of the six firms are in San 
Francisco, Los Angeles, Seattle, Port- 
land, Denver, Houston, Kansas City, 
Chicago, and New York, 





Newhouse and Hawley 
Acquire Affiliated Brokers 


Newhouse and Hawley, Inc., national 
underwriting representatives of Lloyd's 
London, announce acquisition " the 
business formerly underwritten by Af 
filiated Surplus Brokers, Inc., of New 
York City. Affiliated Surplus have been 
licensed surplus line brokers in New 
York representing Lloyd’s for many 
years, operating under the management 


of Martin Archer, president, and ! Henry 
Kreyl, vice president. 
The employes of Affiliated have move’ 


into the New York office of Newhous¢ 
& Hawley, Inc. 123 William Stee 
which is under the management of F. 

Bliss, vice president. Messrs. Archer 
and Kreyl will continue their activities 
in both underwriting and production ° 
new business. 
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MILES RETURNS TO ENGLAND 





Leaves Post as Deputy U. S. Manager 
Royal Exchange Group to be Secre- 
tary of British Committees 
A. Campbell Miles, deputy United 
States manager of the Royal Exchange 
Group, will relinquish this position as 
of December 31 and return to England. 
The group agreed to release Mr. Miles 
so that he may take up an appointment 
as secretary of the British Insurance 
(Atomic Energy) Committee, the Asso- 
ciated Insurers (British Electricity) 
Management Committee, and the Asso- 
ciated Engineering Insurers (British 
Electricity) Management Committee. He 
will commence his new duties on Jan- 

uary 1. 

Mr. Miles joined the Manchester, 
England, branch of the Royal Exchange 
Assurance in 1927. He served in the 
British Army and the Indian Army from 
1939 through 1945 as a major. Returning 
to the head office of the Royal Exchange 
Mr. Miles in March, 1946, was assigned 
to the United States branch as executive 
assistant.. He was appointed assistant 
United States manager of the Royal 
Exchange Group in July, 1951 and deputy 
United States manager in December 1953. 

Mr. Miles is a Fellow of the Chartered 
Insurance Institute and an Associate 
member of the Insurance Institute of 
America. He is a member also of the 
Insurance Society of New York, Insur- 
ance Institute of Manchester, England, 
St. George’s Society of New York, Drug 
& Chemical Club, the British Schools 
and Universities Club of New York as 
well as a member of the adjustment and 
arbitration committee of the National 
Board of Fire Underwriters and a former 
member of the board’s actuarial com- 
mittee. 





Security Boosts Dividend; 
Underwriting Improved 


Directors of the Security Insurance Co. 
of New Haven have voted to increase the 
semi-annual cash dividend payable on 
the common stock of the company from 
30 cents to 35 cents a share. The divi- 
dend is payable February 2 to stockhold- 
ers of record January 16. 

Peter J. Berry, chairman of the board, 

and E. Clayton Gengras, president, em- 
phasized that this increase was made 
possible by substantially improved un- 
derwriting results experienced by the 
group during the current year. 
The Security-Connecticut Insurance 
Group now consists of four companies. 
Che Security of New Haven, the parent 
company, was founded in 1841. The Con- 
hecticut Indemnity, now writing both 
fire and casualty lines, was originally 
lormed in 1917 as the casualty member 
ot the group. In 1955 the group en- 
tered the life field with the formation 
of the Security-Connecticut Life. On 
December 1 of this year The Fire and 
Casualty Insurance Co. of Connecticut 
was acquired by the Security and will 
continue to be operated as a separate 
entity specializing in the writing of pre- 
terred class fire and allied lines. 





John O. Gilbert Dies 


_ John O. Gilbert, 68, retired, special 
Fic and manager of the Syracuse, 
N. Y., office of the London and Lan- 
cashire for 35 years, died recently in 
yracuse. Born in Lebanon, N. Y., Mr. 
Gilbert lived most of his life in Syra- 
po He had been president of the Cas- 
ka ty Club and a member of the well 
codbil Liederkranz Club of Syracuse. 
Gilbert © Be his ae Mrs. Frances 
grandchild” two daughters and three 





N. H. Field Club Elects 


gate Mountain Field Club of Man- 
on er, N.H., has elected Vincent Wen- 
. President, Robert Eno vice pres- 
i Robert Madden treasurer and 
n Crotty secretary, 

ge New Hampshire Insurance Wom- 
eas eague nalc he ase ge Christmas 

also on December 8 ; an- 
chester Country Club, rset 
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NAIA Exec. Committee 
Meets in New York 


COMMITTEE HEADS REPORT 





Flat Cancellation Report About Com- 
pleted; Bell on Agency Cost Survey; 
Neumann on Ad Campaign 





The executive committee of the Na- 
tional Association of Insurance Agents 
met in New York this month for the 
first full scheduled meeting of the 
1958-59 year. The sessions were under 
direction of Chairman Paul H, Jones, 
CPCU of Tucson, Ariz., who is vice 
president of NAIA. Those attending the 
executive meeting in addition to chair- 
man Jones, were Archie Slawsby, NAIA 
president, Nashua, N. H., and executive 
committeemen Cooper Cubbedge, Jack- 
sonville, Fla.; Porter Ellis, CPCU, 
Dallas; Valmore H. Forcier, Danielson, 
Conn.; Howard N. Fullington, Wichita, 
Kan.; Hayne P. Glover, Jr., Greenville, 
S. C, and William F. Grandy, Sioux 
City, Iowa. 

A preliminary review of the national 
flat cancellation study, conducted by the 
agency management committee, was pre- 
sented by Floyd Rice, chairman. Mr. 
Rice said the report was in its final 
stages and should be completed shortly 
after the first of the year. 


Finances in Good Condition 


In the absence of Charles McNew, 
financial chairman, who was ill, George 
Margraff, a member of the committee. 
gave the financial report. He reported 
the NAIA in good financial order and 
offered several of Mr. McNew’s sug- 
gested procedural changes. 

Maurice Herndon, Washington repre- 
sentative, reported on the activities there. 
He pointed out that a number of new 
Representatives and Senators would be 
included in the new Congress, among 
them members of the National Asso- 
ciation of Insurance Agents. He urged 
the local agents to reestablish their 
“grass roots” contact with their Senators 
and Representatives. He pointed to the 
outstanding results obtained during the 
year in several instances by the con- 
certed effort of this “grass roots” con- 
tact. 

Morton V. V. White, chairman of the 
special committee on Federal affairs, 
reported briefly on a meeting he at- 
tended in Washington concerning the 
Unsatisfied Judgment Plan for the Dis- 
trict of Columbia. He also said other 
meetings to be held in the nation’s 
capital on problems of insurance would 
also be attended. 

Mr. Rice, as chairman of the agency 
management committee, reported on the 
agency cost survey. He praised the 
Connecticut Association for handling of 
the survey and reported requests for a 
like survey had been received from 
Florida, Iowa, Ohio and Tennessee. 

Frank Bell, chairman of the NAIA 
property insurance committee, reported 
on the Homeowners Policy. He said it 
had already been approved in Georgia 
and filed in 11 others. 


Ad Drive in Full Swing 


Joseph Neumann, chairman of the 
national advertising program, reported 
the fund campaign in full swing. He was 
optimistic and said many regional and 
area chairmen had reported fine starts 
on the campaign. 

Among other subjects brought up for 
discussion were merger of the Spring- 
field and the Monarch Life, the public 
information program of the NAIA, 
suggested tie-in advertising program for 
the tobacco industry, revision of state 
and municipal self-insurance, develop- 
ment of the Travelers personal lines 
offices, NAIA traffic safety program, and 
reports by members of the executive 
committee on various state conventions. 





MORGAN E. HARRIS DIES 
Morgan E. Harris, 72, retired man- 
ager of the brokerage department of the 
New York Underwriters Insurance Co. 
in New York, died last week at his home 
on Staten Island. He retired in 1956. 
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Admitted to Partnership 
In Chubb & Son of N. Y. 





WALTER R. GHERARDI 


Chubb & Son of New York, insurance 
underwriters and managers, announce 
admission to partnership on January 1 
of Walter R. Gherardi. He has been 
associated with Chubb & Son since 1927 
and is manager of the hull and yacht de- 


partment. . F 
Mr. Gherardi is a director of the 
United States Salvage Association, a 


member of the American Committee of 
Lloyd’s Register, the American Bureau 
of Shipping and the Maritime Associa- 
tion of the Port of New York. During 
the war Mr. Gherardi was director of 
Large Vessels Procurement for the War 
Shipping Administration. 





NAIC Meeting 


(Continued from Page 1) 


likewise urged the Commissioners not 
to adopt the report. 

Vestal Lemmon, speaking for the Na- 
tional Association of Independent Insur- 
ers, and Perry Epes, Insurance Co. of 
North America, urged immediate ap- 
proval of the report. Present opinion is 
Commissioners will follow majority re- 
port of industry committee and defer 
action. 

Fire companies also urged the Com- 
missioners to propose legislation in 
states which would exclude nuclear con- 
tamination from coverage under a stand- 
ard fire insurance policy. This legislation 
would follow the endorsement already 
approved in many states concerning loss 
or damage by nuclear reaction. 

Present and past members of New 
York Insurance Department honored 
Superintendent Julius Wikler at An- 
toine’s Restaurant. Southern hospitality 
prevails at convention and Commission- 
ers are likely to be in Mardi Gras spirit 
before close, 





Car Warranties 


(Continued from Page 27) 


stated, it is our unqualified opinion that 
the conduct of the sale of used-car war- 
ranties in this state is the carrying on of 
insurance business,” 








EUA Meeting 


(Continued from’ Page 24) 


competition both we and our agents 
must, in the foreseeable future, find ways 
to profitable operation on a smaller per- 
centage of the premium dollar than is 
now allocated to expenses. 

“This association will be a factor in 
enabling us to do so through performing 
many necessary functions for the benefit 
of its members more economically and 
completely than could be done by each 
company acting alone. It has been and, 
under the management of Fred Doremus, 
will continue to be an efficient, hard- 
working, economically operated bureau 
and as such will contribute materially to 
the challenges before us.” 

Peacock on Public Relations Progress 

Chairman George C. Peacock of the 
public relations committee reported his 
committee feels its efforts would be 
valueless without the cooperation of field 
clubs and organized agents represented 
by their state associations and_ local 
boards. Reviewing a decade of activity 
Mr. Peacock, who is also vice president 
of the Agricultural of Watertown, N, Y., 
said fieldmen in the EUA field have given 
more than 4,000 talks plus 7,500 film 
showings to a total audience of about 
1,300,000 people. 

Turning to the present and the future 
Mr. Peacock said development of branch 
office operations in the suburbs of large 
cities has removed some fieldmen from 
the former central field club locations. 


Field Club Changes 


“These changes have been recognized,” 
he stated, “in some fields by the creation 
of new field clubs which serve the busi- 
ness better. These new clubs are the 
Western Massachusetts Field Club at 
Springfield, Rhode Island Insurance 
Fieldmen’s Association, Poughkeepsie 
Field Club and the most recent one 
formed in the District of Columbia. Cur- 





ROBERT A. MURPHY 


Robert A. Murphy is now vice presi- 
dent of the marine department of the 
Federal Insurance Co., managed by 
Chubb & Son. He joined that organiza- 
tion in 1934 as an adjuster in the cargo 
claims department, became a cargo un- 
derwriter in 1942 and manager of the de- 
partment in 1954. He is also a vice presi- 
dent of the Vigilant. 





rently, the Suburban New York Field 
Club is reviewing the possible division 
into two units, one on Long Island and 
the other on the mainland. 

“There will be other areas where the 
business can best be served by strength- 
ening or changing the field club program 
to increase attendance at meetings and 
enlarge the number of fieldmen partici- 
pating in public relations and educa- 
tional activity. 

“We plan to further explore this broad 
subject with the field club officers at our 
forthcoming annual meeting with them 
in February. 

“In December, 1957, we introduced a 
folder ‘Why Insurance Costs Are Going 





Inland Marine Rate Increases and 


Reductions Announced by the IMIB 


The Inland Marine Insurance Bureau 
announces rate changes, effective Janu- 
ary 1, except for open policies when the 
changes will be on the first anniversary 
date after December 31. These changes, 
up and down, affect numerous floater 
General Manager Harold L. 
Wayne that “Cancellation or re- 
writing of existing policies attaching 
prior to January 1, 1959 is permitted only 
at the request of the assured and then 
only at short rate. In those cases in- 
volving a reduction in rate, premium 
on policies attaching on and after No- 
vember 1, 1958 may be recalculated at the 
reduced rate from Januray 1, 1959 to the 
original expiration date of the policy.” 

Following is a summary of 
changes: 

Agricultural machinery: Territory 1, 
rate decreased from 80¢ to 64¢. Terri- 
tory 2, rate decreased from 80¢ to 72¢; 
Territory 3, rate increased from 64¢ to 
70¢; Territory 4, rate increased from 80¢ 
to 


policies. 


Says 


the 


_ Livestock: Territory 4, rate increased 
from 76¢ to 85¢ and on Reporting Form 
from 6¢ to 7¢ 


Bicycle floaters: minimum premium 
increased from $5 to $7.50. 
Camera floaters: minimum premium 


increased from $5 to $10 and on com- 
mercial risks only, excluding Texas, rates 





increased for the first $5,000 from $1.30 
to $1.50; next $10,000 from $1.10 to $1.25 
and on the excess of $15,000 from 90¢ to 

Camera dealers: rates increased by 
15%. 

Equipment dealers: rates reduced by 

€, 

Furriers block: (Schedules not in man- 
ual) Rates increased by 25% and the ex- 
perience rating plan withdrawn. 

Jewelers block: (Schedules not in man- 
ual) ex fire premium on retailers and 
pawnbrokers risks increased to rates an- 
plicable prior to January 1, 1958. This 
change eliminates the 15% decrease 
which went into effect at that time. 

Musical instrument dealers: rates re- 
duced by 25%. 

Neon signs: Alabama, Georgia, Loui- 
siana, Mississippi, North Carolina, South 
Carolina, Virginia—full coverage, rate in- 
creased from 6% to 7%%; deductible 
coverage, rate increased from 31%4% to 
4%. Texas—full coverage, rate increased 
from 744% to 84%. 

Silverware floater: rates reduced on 
first $2,500 of insurance from 40¢ to 30¢ 
and on amounts in excess of $2,500 from 
30¢ to 25¢. 

Wedding presents floaters: rates re- 
duced on first $5,000 from $1.30 to $1 on 
next $5.000 from 95¢ to 70¢; on next 
$10,000 from 55¢ to 40¢ and on excess of 
$20,000 from 35¢ to 25¢. 





WETHERLY SUCCEEDS STOCKER 


Becomes Deputy U. S. Manager of 
Northern; Stocker 37 Years With 
Company; Became Deputy in 1954 

Appointment is announced of Reginald 
L. Wetherly as deputy United States 
manager of the Northern Assurance as 
of January 1, on the retirement of How- 
ard C. Stocker. 

Born and educated in England, Mr, 
Wetherly began his business life jn 
1926 in the overseas department of the 
Northern at its head office in London 
serving in various capacities and_ be- 
coming overseas manager in 1954, 

He first visited this country during 
1945 and settled here in 1957, being ap- 
pointed assistant United States manager 
in December of that year. 

Mr. Stocker, who served the Northern 
for 37 years, was born and educated in 
New York City. A graduate of Colum- 
bia University he also distinguished him- 
self as a pitcher on the baseball team 
and became a good golfer. 

Mr. Stocker joined the company in 
October, 1921, as superintendent of the 
automobile department, whereafter he 
held various appointments becoming dep- 
uty United States manager in May, 1944. 
He is a past president of the Automo- 
bile Underwriters Club. 


DENT LEAVES $3,325,819 
The estate of Hawthorne K. Dent, 77, 
late board chairman of the General of 
Seattle, was valued at $3,325,819 in an 
inventory filed by the County Clerk. He 
died early this year while on a vacation 
in Los Angeles. 





Up,’ prepared at the request of the 
Eastern Agents Conference. No other 
public relations item had ever received 
such a spontaneous acceptance. We have 
distributed nearly two million copies. 
Orders continue to arrive after one year 
but when our small remaining supply is 
exhausted, we will not reprint again. 

“The folder was also used, with minor 
changes in the South, on the Coast, in 
Texas and Canada. Agents distributed 
a total of nearly three million in those 
areas, 

Insurance-To-Value Program 


“In September, the Eastern Agents 
Conference recommended that a continu- 
ing program of educating the public to 
increase insurance-to-value be developed 
at the national level. The agents sug- 
gested that the program include all 
classes of property and not be limited 
to dwelling risks because the long con- 
tinued upward movement in the nation’s 
economy makes it necessary to check 
replacement costs on all renewals and 
new business. 

“The National Board of Fire Under- 
writers reviewed our recommendation 
and its public relations committee is pro- 
ceeding with the preparation of material 
for a continuing program at the na 
tional level. Meanwhile, several large 
banks have circularized independently 
all of their customers urging them te 
keep insurance up to date with present 
values, and several Member Companies 
have developed advertising and promo- 
tional material on the same subject,” Mt 
Peacock said, 

Effective Salesmanship 


“The field clubs continue the program 
of educating agents in the basic funda- 
mentals of salesmanship which was 
started in the late months of 1957. We 
are reviewing a series of sales films used 
for such training in other lines of bust 
ness to make them available for ‘follow 
up’ meetings with local boards. : 

“To help field clubs in their planning 
of educational meetings with local agents 
your committee has suggested that the 
staff visit each field club during the 
coming year to prepare for the change 
in Business Interruption forms al 
rules, the new Homeowners and Com 
mercial Property policies. Such planne 
educational meetings at the local lev 
would save the time of agent and fielt 
man and promptly get the sales messas 
to the producing forces,” 
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Applications for Revised Rates Draw 


Fire of Connecticut Comm. Premo 


Insurance Commissioner Alfred N. 
Premo of Connecticut announced that 
a group of insurance companies has 
filed with his Department a new sched- 


ule calling for a substantial increase in 
automobile liability rates and a slight 
decrease in auto fire, theft, compre- 
hensive and collision insurance. 

“At first glance, the proposed in- 
crease appears to be excessive and not 
in the public interest,” Commissioner 
Premo commented. 

He reported that the actuarial and 
rating divisions of his Department are 
reviewing the proposed increased rates 
and have requested additional informa- 
tion about them from the companies. 

The schedule calling for an increase 
in liability insurance premiums came 
from the National Bureau of Casualty 
Underwriters the new schedule for auto 
fire, theft, comprehensive and collision 


insurance was filed by the National 
Automobile Underwriters Association. 


Mr. Premo said he had not yet re- 
ceived any new rate schedules from 
mutual insurance companies or from the 
direct writing insurance companies, but 
that in the past they have filed new 
schedules after the capital stock com- 
panies have done so. 

The proposed increase for liability in- 
surance varies according to localities 
within the state, but the average on a 
statewide basis is 19.3%. The proposed 


decrease in auto fire, theft, compre- 
hensive and collision insurance rates is 
approximately 3% statewide. 

The practice of charging different 
rates in different areas of the state was 
one of several aspects of the automo- 
bile insurance business that came in 
for strong criticism from Mr. Premo. 
“Tt is completely absurd,” he said,*“that 
a few lines on a map of the State of 
Connecticut should mean the difference 
of many dollars in premiums. It is in- 
congruous to assess a premium on the 
ground that an insured automobile is 
garaged in a particular city or town, 
without regard to where it is used.” 

The Insurance Commissioner charged 
too that “the present rating method is 
fantastic, confusing and discriminatory 
because it penalizes the careful driver 
and allows the accident-prone driver to 
evade responsibility or to pay less than 
his fair share of the premiums required.” 

Connecticut law gives Mr. Premo 15 
days, plus a period of equal length if 
he requests additional time, in which 
to accept a new rate schedule, refrain 
from any action, or reject it. A rejection 
must be accompanied by an adequate 
reason for the action. 

If no action is taken, the new rates 
become effective automatically. If a 
new schedule is rejected, the rating 
bureau which filed it may obtain a 
court hearing to determine whether the 
reason for the rejection is valid. 


Leslie Jr. Answers Commissioner Premo 


William Leslie, Jr., general manager of 
the National Bureau of Casualty Under- 
writers, in reply to Commissioner Premo’s 
remarks on the rate applications, points 
to the companies’ “disastrous” experi- 
ence, but is even more concerned with 
the Commissioner’s statement on rating 
areas and methods. 

Companies, Mr. Leslie, 
amazed at the Commissioner’s 
glance” opinion, but are confident that 
when “the Commissioner and his staff 
have made a full study of the situation, 
they will find the new rates are fully 
justified.” Mr. Leslie further points out: 

126 companies affiliated with the Na- 
tional Bureau lost $7,109,667 in Connec- 
ticut in 1957; $3,243,811 in 1956, and in 
1955, $2,569,061. 

Bodily injury claim frequency for the 
State as a whole has risen from 3.3 out 
of every 100 insured cars in 1955 to 3.6 
in 1956, and 4.2 in 1957. Claim costs in 
those years have averaged in excess of 
$1,025, 

Kor two straight years 10 out of every 
100 insured cars have been the subject 
of claims. The cost of settling those 
oe averaged $150 and is rising, he 

Mr. Leslie remarked that it is difficult 
to believe that Commissioner Premo gave 
the subject much thought when he com- 
mented that “it is completely absurd that 
‘i few lines on a map should mean the 
ce of many dollars in premium.” 
“The i a) er National Bureau stated: 
cmine® wane aot rating ye 
iNsurance cost area we be Par ‘Si pie 

e. Simple 


are 
“first 


says 


justice indicates that the toll of high 
insurance cost areas be not levied on 
their lower cost neighbors, any more 
than high-cost community expenses be 
saddled in taxes on more frugally oper- 
ated towns.” 

Answering the suggestion that the 
present rating method is “Fantastic, con- 


(Continued on Page 39) 





C. & S. Club of New York 
Marks 50th Anniversary 


HENDERSON NEW _ PRESIDENT 





Over 800 Attend Christmas Party At 
Waldorf; Kam T. Lee, Hawaii Ins. Com- 
missioner, and Supt. Wikler Guests 





The Casualty & Surety Club’s 50th an- 
niversary dinner and Christmas party at 
the Waldorf-Astoria Hotel, New York, 
last Wednesday attracted well over 800 
members and guests, many of the latter 
from out-of-town, who joined in a spirit 
of good fellowship for a full evening’s 
enjoyment, John P, Madigan, vice presi- 
dent, General Reinsurance Corp., as the 
club’s president was the host and pre- 
sided at a short business session follow- 
ing dinner. 

As announced last week, 
Henderson, vice president, 
Deposit, was elected president. Other 
officers elected were as follows: First 
vice president—George F. Avery, vice 
president, United States F. & G.; second 
vice president—Benjamin F. Gates, man- 
ager, Hartford Accident; secretary- 
treasurer—James M. Grant, Fidelity & 
Deposit. Besides the officers the execu- 
tive committee members named were 
M. J. Rhew, Royal-Globe Insurance 
Group; Rankin Martin, Standard Acci- 
dent; Peter Barr, Ocean Accident; 
Harry Schmedes, American Surety, and 
Matthew S. Dunne, American Insurance 
Group. W. E. Taeffner, Standard Acci- 
dent, past president of the club, was 
nominating committee chairman. 

It was also Mr. Taeffner’s pleasure to 
present to Mr. Madigan as retiring presi- 
dent an oil painting depicting a closeup 
scene of old New York in vicinity of 11th 
Street. 

Silent Tribute to Pernollet 


One sad note at the dinner was the 
death of Joseph Pernollet, Emplovers’ 
Group manager, who would have been 
elected president of the club. He suc- 
cumbed to a heart attack the previous 
week-end. The diners joined in silent 
tribute to his memory. 

Julius S. Wikler, New York Superin- 
tendent of Insurance, was an honored 
guest on the dais and so was Kam T. 
Lee, Insurance Commissioner of Hawaii, 
who had stopped off in New York en 
route to the NAIC midyear meeting at 
New Orleans. He gave a delightfully 
informal talk, bringing greetings from 
Hawaii and ending up with the warm in- 
vitation that the Casualty & Surety Club 
hold its 1959 party next December in 
Honolulu. 

Superintendent Wikler in reminding 
the diners that he would be leaving office 
December 31, said he had enjoyed greatly 

(Continued on Page 39) 
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LIMITS OVER 
PRIMARY OR SELF INSURED RISKS 


CITIZENS CASUALTY COMPA 
OF NEw YORK. 
33 Maiden Lane, New York 38, N. Y. 
BOWLING GREEN 9-9100 














ATTORNEY 


Multiple line Insurance Company 
To manage legal dept. (CASUALTY 
CLAIMS.) Sound experience necessary, 
to review Supreme Court pleadings 
and assign Counsel to Municipal Court 
cases. Excellent opportunity and bene- 
fits. Write giving details, experience, 
salary desired or apply in person to: 


Great American Insurance Co. 
Personnel Dept. 9th Floor 
99 John St., N. Y. 5, N. Y. 


$9.6 Million Refund 
Reported to NAIC 


INSURED CAR PURCHASES 











ON 


Newly Promoted N. Y. Deputy Supt. of 
Insurance Releases National 
Survey in New Orleans 





F. Roger Downey, recently advanced 
to Deputy Superintendent in the New 
York Insurance Department, this week 
delivered a report on a national survey 
of insurance covering installment sales 





F. ROGER DOWNEY 


and loans, at the National Association 
of Insurance Commissioners meeting in 
New Orleans. 

Mr. Downey, who directed the survey, 
told NAIC and its committee on insur- 
ance installment sales and loans, that as 
of September 30, 1958 refunds in all 
states to insured car purchasers totaled 
$9,656,899. 

Mr. Downey, noted for his extensive 
surveys on health insurance, and insur- 
ance and installment credit transactions, 
has also appeared before Senator Mon- 
roney’s U. S. Senate subcommittee on In- 
terstate and Foreign Commerce. He 
acted as spokesman for NAIC in Senator 
Monroney’s probe of automobile mar- 
keting practices and over-charges for 
collision insurance on financed autos. 

Before joining New York Insurance 
Department in 1955, Mr. Downey’s career 
“included service with Provident Mutual 
Life, Irving Trust Co., and The Travelers. 
He was appointed administrative assist- 
ant to the New York Superintendent of 
Insurance in 1956, which position he held 
until his latest promotion. 


Seeks Florida Rate Hikes 


The National Bureau of Casualty Un- 
derwriters has applied for over-all auto- 
mobile liability rate increases in Florida. 
Following are proposed statewide aver- 
age increases. Private passenger 26.3%; 
Commercial cars 25.8% and garage risks 
14.8%. 

NBCU Actuary Thomas Carlson com- 
mented: “We are on the verge of a 
serious insurance crisis in Florida unless 
something is done to turn the tide of 
three successive years of losses,” 































































Mid-Year Meeting Of Insurance Advertising Conference 





Harrison Reports Travelers 58 Ad 
Success With Cartoon And Verse 


Walter Harrison, assistant advertising 
manager for The Travelers, described 
certain results of the company’s 1958 
advertising campaign in a talk called 
“The Reason Behind Our Rhyme.” In 
various readership tests The Travelers 
program was almost completely success- 
ful. Mr. Harrison’s frank report, how- 
ever, revealed that some agents believed 
that “these nutty cartoons will never 
sell insurance.” 

General results of the program indi- 
cated otherwise and Mr. Harrison re- 
ported on comparisons between The 
Travelers ads, other insurance advertise- 
ments and magazine ads of other in- 
dustries. : 

The speaker used slide illustrations of 
the cartoons and verse used in the series. 
He said the company decided to use 
Copywriter Bob Highbee’s iambic hepta- 
meter verse and the line drawings of 
Roy McKie, a_ free-lance illustrator. 
Following are excerpts from two stanzas 
of one of the ads: 


“While Ed Ney’s home burned merrily, 
insured at half its price, 
He groaned, ‘I wish I’d harkened to 
the Travelers man’s advice. 
What if all of my insurance is 
protecting yesterday? 
I’d better stow the crying towel and 
call him right away.’” . 

The Travelers’ man told Ed ‘Ney: 
“Your coverage cannot give your wife 
the comfort she’d prefer; 

Yet look—you’ve got two policies to 
guard her single fur! 
I'll overhaul this hodgepodge for you— 
if you’re so inclined, 
And build a balanced program—life, 
car, health, home, every kind.” 


Aimed at All-line Concept 


Pointing out that The Travelers is 
trying to predispose readers toward what 
it calls “American Family Independence” 


—the all-line concept— Mr. Harrison 
added: 
“You'll note that we led in with a 


fire insurance-to-value situation and we 
swing from that into our other lines and 
into our pay-by-the-month pitch, all the 
while building a strong agents’ identifi- 


cation. Other ads this year have led 
off with a residence theft need, or Life, 
or A. & H., or others. The tag line 


in the signature wraps up the ad: ‘You 
can proctect your whole good way of 
life through The Travelers.’ ” 

The advertisers, he pointed out, were 
trying to get some off-beat idea; Ballad 
verse to articulate a lot of sales points. 
He also illustrated some of The Travelers 
1957 program, the success of which, 
incidently, caused Mr. Harrison to be 
chosen on the IAC program. 

The company used Starch Reader Im- 
pression Service to heip it analyze its 
1957 program and plan for 1958. Mr. 
Harrison observed that insurance indus- 
try advertising “no matter how cheer- 
fully couched its appeal ... has to make 
clear that all hell will break loose if the 
consumer doesn’t have insurance.” For 
the public, he indicated, insurance is a 
relatively low-interest product: Mr. 
Harrison read a remarkable ad from an 
undertaking concern. Underwriting, he 
suggested, if not as bad, is probably not 
far from the same category. He con- 
tinued 

“But in honest introspection, we know 
there were other reasons why insurance 
advertising has not hit the readership 
jackpot. And this involved about the 
simplest research in the book. We lined 
up all the 1957 insurance magazine ad- 
vertisements we could find in our com- 
petitive file, mounted them side by side, 
masked the signatures, and_ looked. 
Frankly, it was a pretty gray panel. 





There was a sameness that seemed to 
make the whole collection of ads melt 
together,” he observed. 


Compete with Luxury Ads 


The Travelers set out not only to out- 
perform its insurance competition but 
aimed at getting as much readership as 
advertisements for automobiles, and 
such products attractive to the public. 

In cooperat.on with its advertising 
agency Young & Rubicam, The Travelers 
decided on the cartoon and verse format. 
Previously it was felt that the “happy 
family photograph, known professionai ly 
as the Togetherness syndrome” was not 
quite what was required, 

Reports foilowing The Travelers’ initial 
venture into Time and Life with the 
humorous line drawings and verse, Mr. 
nr said, showed: 

“The Travelers’ ad ranked fourth in 
a ‘held of more than 40 ads in the 
Read Most category. These 40 ads 
covered a wide range of consumer prod- 
ucts. 


2. “A much higher percentage of 
readers of both magazines noted and 
read our advertising than ever before. 

3. “We were outscored only by three 
so-called glamour advertisers. In Time, 
these were Dodge, O!dsmobile, and 
Chevrolet. In Life, we were outscored 
by a house ad for Life, an ad_ for 
Canadian Club, and one for Chevrolet. 


4. “The Travelers advertisement per- 
formed more than twice as well as the 
three other competing insurance ads in 
these issues. 

“Tt also outscored by a wide margin 
our own ads in these same magazines a 
year previously.” 


Best Readership in 1958 


Subsequent Starch 
October 1958, he said, indicates that The 
Travelers is getting “the highest and 
most thorough readership” it has ever 
enjoyed. The next point tackled by 
Mr. Harrison: “But are we winning ball 
games in this well-filled stadium ? 

“This friendly, sympathetic ad treat- 
ment was conceived as a means of im- 
parting an aura of human understanding 
and trust to The Travelers and _ its 
agents. The artwork and verse were 
geared, however, to convey quality and a 
certain dignity rather than trying to 
bring insurance down to the level of the 
funny papers,” the speaker exclaimed. 

A survey was held to find out how 
much real dignity and real esteem was 
being achieved with the ad. Respondents 
were asked to compare the quality of 
the verse-cartoon ad to competitor’s ad 
illustrating a boy practicing the piano 
with a baseball bat and glove in the 
background, 

The comparative score showed The 
Travelers ad to be: 20% more friendly, 
21% more pleasant, 16% easier to deal 
with 10% more interesting, and 8% more 
informative. Certain of the negative 
responses indicated that the respondents 
considered it a social obligation to be 
anti-comic strip, anti-cartoon. Like the 
person who proclaims that he never 
watches television, and later proceeds 
to bely the statement by giving a play- 
by-play account of some program he 
saw last night! 

A Starch study of another verse- 
cartoon ad of The Travelers, reported: 
“Readers were agreed that this ad 
amusingly told them a true story about 
a family’s needs for protection and 
security and how it could be obtained. 
The cartoon approach not only attracted 
readers who did not ordinarily read this 
sort of advertisement, but it functioned 
more subtly to produce sufficient identi- 


(Continued on Page 38) 
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Taylor’s Talk Technique 
Makes Hit With IAC 


USES UNORTHODOX APPROACH 
But U.S.F.&G. Ass’t Secretary Certain 


That Ins. Management Believes in 
Proper Use of Advertising 








T. Ramsay Taylor, assistant secretary, 
United States Fidelity & Guaranty, dis- 
cussed “Selling Advertising to Manage- 
ment” in his talk at the mid-year meet- 
ing of Insurance Advertising Conference 
December 9 in New York. Mr. Taylor 

made a hit by providing some humorous 
overtones to the serious consideration 
which he gave to his subject. He was 
introduced by John Eklund, Phoenix of 
Hartford, the afternoon chairman, 

Mr. Taylor began by telling ‘his adver- 
tising contemporaries how to sell adver- 
tising to management. But three minutes 
after he started he paused and admitted 
that he wasn’t sure what was meant by 
the title given to his talk, Thereupon a 
member of the audience stood up and 
attempted to leave the room. He had 
had enough! Quick as a flash Mr. Taylor 
gave a signal to a character in the rear 
of the room, who, armed with a gun, 
stepped down the aisle and shot the re- 
treating member of the audience. This 
was all in good fun, IAC members 
agreed. They thought the gunman re- 
minded them of the lame character from 
the TV series “Gunsmoke” who is iden- 
tified as “Chester.” 

In a serious vein the speaker resumed 
his speech, secure in the knowledge that 
he had a captive audience. 


Sees Sales Made in Mind of Buyer 


Mr. Taylor admitted an aversion to the 
word “selling” as it was used in the title 
of his IAC talk. His earliest recollection 
of the word “sold,” he said, was in the 
Huckleberry Finn book by Mark Twain 
when Huckleberry and his friend, Tom, 
were joined on the island by the slave, 
Miss Jackson’s Jim, who thought he was 
to be “sold” down the river. Other ob- 
jectionable uses of the term, in Mr. 
Taylor’s opinion, are “sold down the 
river” and, in connection with a car or 
an appliance, “boy, that one’s a clinker— 
you've really got to sell it.” 

Mr. Taylor expressed his fondness for 
the comment attributed to Author J. C. 
Aspley: “Every sale is made in the mind 
of the buyer.” He said he likes the idea 
of “demonstrating something’s purpose,” 
its usefulness and its value to a potential 
user, and then having the prospective 
user reach out with his mind and buy it, 
and use it gainfully thereafter. 


Definition of Management 


The speaker then defined “manage- 
ment” as “guiding human and physical 
resources into dynamic organization 
units which attain their objectives to the 
satisfaction of those served and with a 
high degree of morale and sense of at- 
tainment on the part of those rendering 
the service.” Saying that “management 
embraces all elements of a company,’ 
Mr. Taylor redefined the title of his talk 
to mean “the correlating of advertising 
with the company function as a whole.” 
He specified, in particular, that adver- 
tising assisted those charged with the 
company’s administration in attaining 
their objectives. 

In the insurance industry, the speaker 
pointed out, companies assign varying 
degrees of ‘responsibility to the adver- 
tising function, “However, I don’t think 
you can say that one company’s manage- 
ment was sold on advertising and another 
company’s management was not and 
needed to be. This is because we differ 
in structure, distribution patterns, lines 
we write, history, traditions and many 
other characteristics. In our peculiar in- 
dustry we hhave common problems—but 
peculiar and individual corporate beings. 

“Taken as a whole, insurance manage- 
ment recognizes the function of adver- 
tising and is using advertising to carry a 
greater and greater share of the oper- 
ating load,” Mr. Taylor observed. 

As for “selling advertising to manage- 


O’Meara Tells Story of 
Aetna’s “P.S.” Ady, 


CAMPAIGN LAUNCHED BIN 1955 





Believes Company Has Succeeded in 
Developing Stronger Bond with Its 
Agents in This National Advertising 





The impressive story of Aetna Cas- 
ualty & Surety’s return to national con- 
sumer advertising in mid-1955 with a 
dominant theme after a layout of 24 
years was told to the Insurance Adver- 
tising Conference at its midyear meet- 
ing December 10 by William J. O’Meara, 
casualty advertising manager of the 
company. 

“Because of our long absence from the 
national ad field,” said Mr. O’Meara, 
“we knew we had to come up with bold, 
arresting and different ads. It was agreed 
in our conferences with Wm. B. Reming- 
ton of Springfield, Mass., our advertis- 
ing agency, that the automobile lines— 
representing a major percentage of our 
total volume—offered the best peg on 
which to hang a dramatic story of serv- 
ice to policyholders.” 

The theme decided upon was P.S., two 
simple letters, which stood for “Person- 
al Service.” However, it did not receive 
immediate and unanimous approval when 
submitted to Aetna home office people. 
“It was much too simple,” said Mr. 
O’Meara. “Actually it fulfilled most of 
the conditions of a good product symbol 
without trying very hard. It was. short, 
easy to remember, had an aspect of 
familiarity and implied a definite benefit. 
It also wrapped up one of the major 
competitive advantages we fe't we had 
over the direct writers . .. Suffice it to 
say that ‘P.S.’ was finally approved and 
that it has since become a more or less 
permanent symbol for Aetna Casualty 
and its agents.’ 

The objectives of the new program 
were as follows: (1) To achieve broader 
and more favorable recognition of the 
company name. 

(2) To help develop a stronger bond 
between agents and the company, and 
to assist in making new agency appoint- 
ments. 

(3) To create a more favorable climate 
for Aetna Casualty sales efforts in the 
face of growing cut-rate competition. 
First Ad Created Atmosphere of Tension 

Mr. O’ Meara then spoke about the first 
advertisement in the 1955 series, he: vided: 
“You'll Get Help in a Hurry If You Have 
the Policy with the P.S.” He remarked: 
“We would be the first to agree that this 
is not the prettiest advertisement ever 
created, It wasn’t intended to be. It was 
designed to create an atmosphere of ten- 
sion through the use of bold, big artwork 
and a distressing situation with which 
the reader could readily identify himself. 
Furthermore, it was a poster-type ad, in 
which the art and headline could tell a 
complete story, regardless of whether or 
not the body-copy was read. It also con- 
tained a new and stronger treatment of 
the company name, with almost all the 
emphasis on the two words ‘Aetna Cas- 
ualty.” This was done because we felt 
that Aetna Casualty & Surety Company 
was quite a mouthful for the public to 
swailow. In short, I think this ad_ful- 
filled our objective of coming out of our 
corner swinging—and the others in the 
series followed pretty much the same 
format.” 


Agents’ Cooperation Important 

Particularly pleasing to the Aetna 
Casualty people was the initial responst 
from its agents following the first P.S. 
ads, Mr. O'Meara said that wholehearted 
cooperation of agents, particularly, is the 
key to the effectiveness of such a pro- 
gram. “We must constantly strive to win 
their approval and cooperation—throu. 

(Continued on Page 38) 





ment” he declared: “it behooves us '? 
show how advertising can assist manage 
ment in administering company oper 
ations.” 
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Mid-Year Meeting Of Insurance Advertising Conference 





Ins. Industry Urged To Be Ready With 
Modern Marketing For 1959 Prosperity 


Predicting a broad economic recovery 
in 1959-60 and, at the same time, a buy- 
er’s market in the midst of prosperity, 
W. Howard Chase, vice president of 
McCann-Erickson, Inc., one of the na- 
tion’s largest advertising agencies, and 
president of Communications Coun- 
sellors, challenged the insurance industry 
to prepare for “modern marketing” of 
their product so that it will hold its own 
in the competitive race for the consum- 
er’s dollar, Mr. Chase’s talk, “The Pub- 
lic Relations Job Your Industry Is 
Doing,” was presented December 10 at 
the mid-year meeting of Insurance Ad- 
vertising Conference in New York. 

At the outset the speaker spoke in 
praise of the national and regional in- 
formation programs of the Association 
of Casualty & Surety Companies “under 
the vigorous leadership of J. Dewey 
Dorsett” and pointed in particular to 
Mr. Dorsett’s recent realistic comments 
at the Garden City regional meeting of 
New York State Association of Insurance 
Agents. On that occasion he said: “We 
owe it to the public we serve and to 
ourselves, to show how public misunder- 
standing, complacency and sometimes 
political expediency control and shape 
the rate picture.” 

Mr. Chase said it is also already ap- 
parent “that your companies and your 
industry are in a healthy ferment—that 
a good deal of stimulating, provocative 
thinking is going on about your rela- 
tionships with a puzzled public.” He re- 
marked that substantial evidence of this 
foresight was shown by Roland A. Lange, 
vice president and assistant to the presi- 
dent of Hartford: Fire, in his IAC ad- 
dress when he spoke of the formation 
soon of a single Insurance Information 
Institute for the stock fire and casualty 
companies, 

This institute, under the sponsorship 
of National Board of Fire Underwriters 
(in which Mr. Lange is public relations 
chairman) and the Association of Cas- 
ualty & Surety Companies, will have as 
its objective to tell the story of insur- 
ance (other than life) adequately under 
all circumstances. The industry hope is 
that it will be as successful as the Insti- 
tute of Life Insurance. 


Sees Our Economy on Trial 


Mr. Chase went on to say: “Companies 
and their industry which are so thor- 
oughly examining themselves in relation 
to the culture in which they live certainly 
deserve credit for recorded achievements 
in public relations. However, I hope you 
did not invite me here to announce the 
decibel ratings of a public applause 
meter, For your business shares con- 
Spicuously the current status of the en- 
lire spectrum of our economy and our 
culture. To be blunt, it is on trial. 
The people are making up their minds 
about us. What they thought yester- 
day does not determine their conduct 
or their beliefs today, or much less, to- 
morrow. 

“An uninformed, unsympathetic public 
can destroy even so great an industry 
as your own. An informed and apprecia- 
tive public may not enshrine the insur- 
ance industry—heaven forbid—but it can 
Maintain an environment in which free 
men have an opportunity to enlarge their 
services to mankind and to enjoy the 
fruits of their labor.” 
he speaker then urged that the insur- 
ance industry get ready now for the 
Prosperity which lies ahead in 1959 and 
the decade thereafter, 
‘ our public relationships will. be in- 
ensely affected by the economic environ- 
— of the 1960’s decade,” he predicted. 

nb boldness of your public relations 
Plans must reflect—and influence—the 
Pade of the economy. In this world 
continuing public judgment, one of the 


sad fates is to be found wanting because 
of ‘too little and too late.’” 


Rapid Business Recovery Ahead 


In Mr. Chase’s opinion, supported by 
virtually every accepted index of eco- 
nomic activity, all the elements essential 
to a rapid business recovery to high 
levels are now present. A simple projec- 
tion of existing trends through the next 
16 months, he said, indicates that the 
American people will have more money 
to spend—and will spend more—in 1959 
than in any previous year. He predicted 
an increase, for 1959 over 1958, of at 
least 6% in personal income and more 
than 6% in total retail spending. Further- 
more, a sharp increase in durable goods 
sales is clearly in prospect and, barring 
an unexpected and drastic change in the 
international picture, the price-income 
relationship next year wil be increasingly 
favorable to the consumer. 

In this connection the speaker enumer- 
ated reasons why “things look fine for 
the individual American consumer,” and 
declared: “With record productive capa- 
city assuring intense competition for his 
favor, he’ll be able to pick and choose 
in the first buyer’s market of any non- 
recession year since the war... 

“Meanwhile, the two other major types 
of consumer—government and business— 
will be expanding their own purchases. 
thus contributing to the total flow of 
money and to the rising prosperity . . . 
To meet the combined demands of busi- 
ness, government and the individual con- 
sumer will require a gross national prod- 
uct for 1959 that will exceed all 
records... 

“This is a prospect as certain as the 
judgment of competent analysts can de- 
termine it. The question to be decided 
in 1959 is what producers will capture 
what shares of the market. In other 
words, will your marketing be as modern 
as your product in 1959?” 


Warns Against Obsolete Marketing 


Sounding a warning, Mr, Chase said: 
“There’s urgent reason to guard against 
obsolete marketing next year. Through 
1959 people will have more money than 
ever; industry will turn out more goods, 
business will reach new levels. There 
was never a stronger case for thriving 
recovery. With this bright picture facing 
us, the surest prescription for profit re- 
covery will be the practice of modern 
marketing—with the continuing  chal- 
lenge to keep down the cost of unit sales 
and to overcome profitless volume.” 

Tt was Mr. Chase’s firm conviction that 
old-line marketing will impose a drag on 
profits because it fails to apply methods 
and standards that have established their 
efficiency in the fast-changing markets 
of the present day. He then pointed to 
some familiar symptoms of obsolete mar- 
keting that can choke opportunities 
ahead. They are (1) failure to plan a 
unified marketing program; (2) failure 
to assign objectives for the various ele- 
ments of a marketing program, such as 
sales effort, advertising, sales pro motion; 
(3) failure to apply high creative stand- 
ards to all elements of a marketing pro- 
gram; (4) failure to place marketing 
authority at a high enough level in man- 
agement. 

(5) Failure to apply creative research 
for successful product design, advertis- 
ing and other marketing tools—and for 
their continuous evaluation; (6) failure 
to challenge old ways of doing things 
and to search for creative improvements, 
and (7) failure to utilize the vast edi- 
torial network of America ... as part 
of your image-building and selling tools. 

Further along the speaker declared 
that the doctrine of modern marketing is 
essentially: “It’s always a buyer’s mar- 
ket.” Its basis is the character of a free 
economy, one which offers the consumer 


Operation of a Trade 
Association in Canada 


DESCRIBED BY KENNETH YOUNG 





How Companies’ Publication “Board 
Advocate” Is Aimed at Agents; CUA 
Alert to Direct Writer Trends 





The IAC mid-year meeting last week 
at the Sheraton-McAlpin heard a de- 
scription of the publication of the highly 
successful “Board Advocate” of Canadian 
Underwriters Association. Kenneth M. 
Young, secretary of the public relations 
committee of CUA, gave an interesting 
explanation of the differences between 
his association’s method of operation 
and that of a trade association in the 
United States. 

Board Advocate received an award at 
the Insurance Advertising Conference 
annual meeting earlier this year. How- 
ever, differing operational conditions 
tend to govern why the magazine is 
produced as it is, Mr. Young explained. 
He listed these main differences: 

“Firstly—the Canadian Underwriters’ 
Association’s public relations committee, 
like the CUA’s property, automobile and 
casualty executive committees, operates 
on a country-wide basis. 

“Secondly—our public relations com- 
mittee handles the association’s public 
relations and advertising for all con- 
trolled classes of business as well as the 
annual fire prevention and the other 
special campaigns. 

“Thirdly —the committee distributes 
direct-mail and other selling aids to the 
entire Canadian agency force on a direct 
basis. 

“Fourthly—Canada is a bilingual coun- 
try and our magazine and other material 
is published in both English and French. 
This can create problems in writing, 
because very often what sounds abso- 
lutely wonderful in English proves to be 
completely untranslatable into French.” 


Differences in Government Control 


Continuing Mr. Young pointed out how 
the industry in Canada also differs from 
its U. S. counterpart in the matter of 
government control. 

“You in the United State labor under 
Public Law 15, arising out of the SEUA 
case, while in Canada underwriters have 
considerably more freedom and flexibil- 
ity, generally speaking, as to coverage, 
rating and commissions. 

“By the same token, the agents in most 
provinces of Canada are free to repre- 
sent any or all of the available markets. 

“The primary job of the Canadian 
Underwriters’ Association public rela- 
tions committee is therefore to sell the 
agents on ‘Board’ insurance, and our 
main avenue of communication with the 
Canadian agency force is the Board 
Advocate. All of our folders and selling 
aids are introduced to the agency force 
through the Board Advocate and the 
same medium is used to draw _ their 





multiple choices within an ever-increas- 
ing variety of goods. Its methods, he 
explained, are based on the consumer’s 
selective response to competitive appeals 
rather than on the need to buy for mere 
subsistence. In the prosperity era ahead 
“the consumer’s choice for products will 
broaden even more—and added spending 
money will extend it upward through 
higher price ranges. These years will be 
an opportune time for the buyer’s mar- 
ket principles of modern marketing.” 

In closing Mr. Chase declared that “to 
participate in the upturn and reach goals 
of volume and profit, the full practice 
of modern marketing should start now. 
The destiny of your industry in 1970 
will be determined by your courage and 
skill in preparing for opportunities of 
1959-60 and the subsequent years. .. . 
Insurance is a great and vital business, 
integrated into the nerves and sinew of 
the nation. It should lead from strength. 
Plan your future at the zenith of your 
power.” 


PRESS RELEASE AWARD 


Standards Set by Which Well-known 
Trade Press Writers will Judge 
Quality of Co. Press Releases 


A committee comprised of leading 
members of the insurance trade press 
has been set up to act as judges in the 
Insurance Advertising Conference award 
for consistency of press releases dis- 
tributed by the companies during 1958. 

The award, to be made at the IAC 
annual meeting next June, will be based 
on the scope and timeliness of the news 
covered, and the timing of releases to 
reach publications for current issue. 

Other factors to be considered by the 
judges are completeness of material and 
the format and legibility of the presenta- 
tion. 

On the committee of judges are: 
Wallace L. Clapp, vice president-adver- 
tising and associate editor, The Eastern 


Underwriter; Elmer Miller, insurance 
editor, The Journal of Commerce; 
Emanuel Levy, editor, The Insurance 


Advocate; Donald E. Wolff, president, 
The Weekly Underwriter, and John N. 
Cosgrove, associate editor, The National 
Underwriter. Mr. Cosgrove will act as 
chairman. 

The following details the standards for 
judging of the entries: 

Scope of news covered—appointments, 
announcements, speeches, new sales pro- 
grams, readers with financial stories, etc. 

Timeliness for News Purposes—in line 
with current conditions in the business. 

Timing—reaching various publications 
in time for proper treatment while the 
news is current. 

Clarity of Releases—Statement of the 
facts in understandable terms. 

Format and Legibility—Identifiable as 
a release, reference to individual, further 
information, release date, double or triple 
spacing, one side of the sheet, etc. 

Completeness—identifying the person, 
home towns, former connections, etc. 





attention to our public service promo- 
tions and advertising. 

“We have always followed a policy of 
directing the bulk of our effort toward 
the agency force and this policy stems 
directly from our experience with the 
insurance buying public! The average 
person, when asked with whom he is 
insured will almost invariably tell you 
the name of his agent. Seldom if ever, 
does he know the name of the insuring 
company, unless he has had a recent 
claim. 

“In view of this fact, we direct our 
‘pitch’ to our ‘retailers,’ in the hope that 
we will ‘sell’ them on the value of 
‘Board’ insurance and that they in turn 
will sell our members’ policies to their 
clients.” 


Direct Writers in Canada 


Mr. Young reported that while direct 
writers are not yet as active in Canada 
as here, they are nevertheless a force to 
be considered in these days of discount 
buying and CUA is keeping a watchful 
eye on current trends. He remarked: 
“Tt may well be that they will make 
the insured more conscious of the com- 
pany he is insured with, rather than the 
agent, and if this occurs our current 
thinking could undergo an appreciable 
change.” 

Continuing Mr. Young made the point 
that when people pay for a magazine 
they will most likely read it, if only 
to get their money’s worth. In the case 
of the Board Advocate, which is free 
of charge, therefore, it is necessary to 
strive for improvement to encourage and 
maintain reader interest. 

Most of the usual methods of stimu- 
lating reader interest—a letter to the 
editor section, a recipe section (to get 
the magazine into the home) and other 
innovations — fell absolutely flat. The 


(Continued on Page 38) 



































































































































Page 36 























mak 
BN 


ee 


Fie ESTER 
“= THE EASTERN 
~ UNDERWRITER 








December 19, 1958 








Bureau of Contract Information 
Annual Report, Election of Officers 


The uniform conviction that 1959 will 
be the 14th consecutive year of increased 
record construction volume was stressed 
by William F. Frakes, general manager 
of the Bureau of Contract Information, 
Inc., in his report at the annual meeting 
of that organization in New York last 
week. “Some of the gain will be due 
to price increase, some to higher physical 
volume,” said Mr. Frakes. “Construction 
contracts have been running. at extremely 
high levels in recent months, thus almost 
assuring active operation in the eariy 
part of 1959. It is estimated that new 
construction next year will pass the $50 
billion mark for the first time in history.” 
Of pertinent interest to contract bond 
underwriters and producers, Mr. Frakes 
added, is the established fact that the 
volume of contract bond business is 


normally influenced by the volume of 
construction, 
Re-elects Keppler, Hundley, Gillum 


Carl A. Keppler, vice president of the 
National Surety Corp. was_ re-elected 
president of the Bureau, and Edwin G. 
Hundley, vice president of the U. S. 
Fidelity & Guaranty, was re-elected vice 
president. Donald A. Gillum, assistant 
secretary, New Amsterdam Casualty, 
was re-elected secretary-treasurer. 

Highway work will increase substan- 
tially because of the Federal-aid inter- 
state program and the additional $400 
million appropriation for 1959 voted by 
Congress this year, Mr. Frakes stated 
in his report. “Construction under this 
additional authorization must be put in 
place by the end of 1959. The new high- 
way program is also aiding plant reloca- 
tion. New plants which were shelved 
a year or more ago are now being given 
new consideration as a result of im- 
provement in general confidence in the 
present economy. Inquiries to the Bu- 
reau of Contract Information,” he said, 
“point to a pick-up in industrial construc- 
tion. 

“With the expected population increase 
there will be demand for more school 
construction. Voters at the recent elec- 
tion gave substantial approval of con- 
struction bond issues for that purpose. 
For the same reason there will be a 
high level demand for more hospitals, 
churches, and sewer and water work 
construction. 

“Tt seems the general consensus that 
the new Congress will be in a more 
liberal spending mood, and if this is 
correct the construction industry is cer- 
tainly headed for a record year.” 

With all of the glowing indications for 
1959, however, contractors themselves 
are concerned with competition, Mr. 
Frakes said. “Some say it is tougher 
than it has ever been. Some say it is a 
‘profitless prosperity.’ Labor and equip- 
ment prices have advanced but construc- 
tion costs have not increased propor- 
tionately. Contractors blame themselves 
for not bidding a job for what it is 
worth or what it is going to cost. 

“In several localities, general and sub 
contractors have taken steps to stabilize 
bid prices by adopting a four-hour bid 
plan. To avoid bid shopping, no sub- 
contractor’s bids are accepted subsequent 
to four hours before the time of the bid 
opening. This gives the general con- 
tractor an opportunity more accurately 
to prepare and review his bid. From 
all reports the agreement is working 
satisfactorily. This should be helpful to 
the sureties because the contract bond 
business necessarily shares the fortunes 
of its clients the contractors.” 


List of Directors for 1959 


In addition to Messrs. Keppler, Hund- 
ley and Gillum, the Bureau elected the 
following as directors to serve through 
1959; L. F. Ballerene, Employers’ Group; 
Norman A. Burgoon, Jr., Fidelity & 
Deposit Co.; A. A. Christian, Royal-Globe 
Insurance Group; G. M. Douglass, Trav- 


elers Indemnity; T. M. Gregory, Ameri- 
can Surety; R. A. Hubbard, Central 
Surety & Insurance; James F. Joyce, 
Phoenix of London Group; Norman C. 
Keyes, Maryland Casualty; Carroll W. 
Laird, Indemnity Insurance Co. of North 
America; J. A. Swearingen, Aetna Cas- 
ualty & Surety; William H. Wallace, 
Hartford Accident & Indemnity, and 
Carroll R. Young, Fidelity & Casualty. 


All-Casualty Industry 


Research Group Favored 


Merlin J. Ladd, president, National 
Association of Insurance Brokers, last 
week urged the setting up of an indus- 
try-wide research organization for cas- 
ualty insurance. 

Pledging the support of the organiza- 
tion’s product research committee Mr. 
Ladd suggested NAIB members should 
share the cost of such a project along 
with the companies. He commented fur- 
ther: 

“All of us must enter this project with 
the realization of what it really is. We 
do not have to accept any recommended 
course of action, but we do have to 


Deputy Supt. Gross’ Talk 

Deputy Superintendent George J. 
Gross, counsel of the New York Insiur- 
ance Department, addressed a_ recent 
meeting of Warren County Bar Associa. 
tion. Mr. Gross gave details of the new 
Indemnification Corporation law and an- 
swered questions about it. 





agree to accept the facts. For example; 
if the researchers tell us lower commis- 
sions are needed—we do not have to ac- 
cept lower commissions. We will know 
however the facts which lead to the 
recommendation. We will then be in the 
position we should be—We will only 
debate what action we shall take. We 
will not debate the facts.” 





‘In our agency. - business is good / 


“7 


Don’t get me wrong; people aren’t exactly breaking down the door. We have to dig for 
business — and sell hard. But we’re well ahead of last year — in new accounts and profits, too. 


How come? Well, for one thing, we don’t just assume we’re better than our competition. 
We work hard to be better — in knowledge . . . salesmanship . . . service. 
What’s more we're stressing all the newer forms.* 


As a result, we’re really enthusiastic about our future . . . and about the 
future of the general insurance business, too. 
It wasn’t always this way. Five years ago, this agency was a one-man operation — 


and bogging down. I simply couldn’t find time to sell — or even keep up 
with new developments. Then I attended the Aitna Casualty and Surety Sales Course 


in Hartford. 


Believe me, it changed my whole perspective; 


better still, it produced results. 


Within two years, my business nearly doubled — and I needed a new man. That’s how Jim, here, 


got into the picture. 


He’s as enthusiastic as I am — and a Sales Course booster, too. Right, partner ? 


*Like Special Office Contents Fire . . . 
Blanket Crime . . . Commercial Property . . . 


New Broad Form Storekeepers’ Burglary and Robbery. 


ZETNA CASUALTY and SURETY COMPANY 


Affiliated with Atna Life Insurance Company ¢ Standard Fire Insurance Company * Hartford 15, Conn. 


ALL FORMS OF 


CASUALTY, 


Salary Budget Accident and Health. . . 
A.L.D. and Family Protection on automobile policies . . . 


AND 
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F. H. Oliver Gets High 
Post in Zurich Cos. 


TO BE ASS’T U. S. MANAGER 
Will Direct New Saleo and Marketing 
Dept. as Well as Supervising Branch 
Office Operations 





Fred H. Oliver, secretary of the 
Zurich-American Insurance Companies, 
has been promoted to assistant United 
States manager of the Zurich Insurance 
Co. and vice president-secretary of 





FRED H. OLIVER 


Zurich Life and American Guarantee 
& Liability, effective January 1. Mr. 
Oliver has been with Zurich-American 
for the past 12 years, 

In his new post he will not only con- 
tinue to supervise branch office opera- 
tions, but will also: direct the new sales 
and marketing department. This will 
encompass agency development and _ all 
phases of casualty and fire sales promo- 
tion and production. 

A sales analysis and promotion division 
wil be created to study prevailing sales 
practices, explore new marketing meth- 
ods and examine possibilities of selec- 
live territorial expansion. The entire 
purpose of the new approach, according 
to Mr. Oliver, is to make sales methods 
more responsive to agency needs and to 
changing economic and social conditions. 
The accelerated sales program, will be 
modern, streamlined, and_ practical. 

lhe public relations division, operating 
under Mr, Oliver’s supervision, will inte- 
grate its publicity, advertising and pro- 
motion activities closely with other 
Phases of sales and agency relations. 

Mr. Oliver joined the Zurich-Ameri- 
can jiead office staff in Chicago as a 
field assistant in 1946. In 1951 he be- 
came agency supervisor for Michigan 
and in 1953 was transferred to Grand 
Rapids to open and manage a new branch 
office there. He was made Detroit 
branch manager in 1956, returning to the 
head office in 1957 as secretary in charge 
of the agency department. 

Mr. Oliver has been in the insurance 
business since 1926, except for a six- 
year period, including World War II, 
When he served in the U.S. Navy, attain- 
Ing the rank of lieutenant commander. 


U. S. Inter-Amer. Council 


Board Chairman James S, Kemper and 
administrative assistants Peter Van 
Cleve and Maj. Gen. Leigh Wade (U. S. 
c F. retd.) represented the Kemper 
toup at the December 12 annual meet- 
ne ii New York of United States 
nter-American Council. 
Re a organization is the United States 
e = of the Inter-American Council 
of b ommerce and Production, comprised 
ance and industry leaders from 22 
Me ries in the Western Hemisphere. 
- Xemper has been a prime mover in 


€ organization whic . 
found in 1041 vVhich. he helped to 





| 422 Mein Street, Buffalo 2 


John C Herlihy on N. Y. 
Indemnification Corp. Law 


John C. Herlihy, manager of the auto- 


Insurance Board. Mr. Herlihy described 


to the new law which will take effect of Pulaski County. 
January 1. 


Arkansas Rate Increases 
Stop Court Proceedings 


Rate increases were granted in Arkan- 
mobile department of Glens Falls Insur- sas to the National Bureau of Casualty 
ance Co., discussed the working of the Underwriters and the National Automo- 
New York State Motor Vehicle Acci- bile Underwriters 
dent Indemnification Law at a luncheon’ granting of the increases means the dis- 
meeting last week of the Glens Falls missal of pending court action. 

The filings were disapproved by the 
endorsement forms that will be used by Insurance Commissioner 
brokers and agents in providing the cov- after a hearing. The NBCU and NAUA 
erage and answered questions relating afterwards appealed to the Circuit Court 


Association. 


The revised liability rates result 


Wohlgemuth Retires Dec. 31 


Albert J. Wohlgemuth, active head of 
the Rough Notes Co., Indianapolis in- 
surance publishers, for the past 41 years 
and president for the past 20, has 
announced his retirement effective De- 
cember 31. 





a statewide average increase of 22% for 
bodily injury and property damage com- 
bined. Private passenger auto premiums 
are increased 8-11% and collision pre- 
miums on commercial risks increase 
10-20%. 





make sure 
your clients 
and prospects 
budget for bonds 
on employees- 


only 1 out of 10 has 1t— 
yet American Surety 
makes it so simple for 
agents to sell! 


Right now, all over America, businessmen are budgeting 
for expenditures in 1959, But how much for bonds on 
employees? In 9 out of 10 cases the answer is zero... 
nothing budgeted for the serious danger of employee dis- 
hone-ty. Yet employee dishonesty totaled over $500,000,000 


last year! 


Here’s a wide open sales field for you. And American 
Surety makes fidelity bonds easy to handle—because fi- 
delity bonds have few exclusions and are simple to explain! 
With our convenient Blanket Crime Policy, your clients 
and prospects get five-way coverage, including employee 
dishonesty, for one modest, easily-budgeted premium. 


AMERICAN SURETY 


FIRE » FIDELITY AND SURETY BONDS 
COMPANY CASUALTY « INLAND MARINE 


Affiliate: The American Life Insurance Company of New York 

bd 224 Herrieon Street, Syracuse 2 

100 State Street, 7 e 111 John Street, New York 38 
e 6 Maia Street East, 1 

e 50 Washington Street, East Orange, N. J. 











The information and assistance you need to sell fidelity 
bonds are always available. Send today for two issues of 
our MaiLroap to Prorits—“Em- 


plovee Dishonesty Insurance” and 
“The Blanket Crime Policy”. Both 
are easy to understand and filled 
with salespoints to help you work 
this ready market. 


AMERICAN. SURETY COMPANY —~ 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 


Please send me copies of ““MAILROAD to Prorits” featuring Em- 
ployee Dishonesty Insurance and the Blanket Crime Policy. 
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0'Meara Tells P. §. Story 


(Continued from Page 34) 


a continuous effort to give them more 
and more of what they need and want,” 
he emphasized. Here are the results in 
the first year: 

“We filled orders for 1,456,791 pieces 
of agents tie-in material. Included in 
this figure were 7,597 newspaper mats 
tying in directly with the national ads. 
This was a considerably better response 
on newspaper advertising than we had 
ever achieved before—and a checking 
bureau has confirmed that we are getting 
excellent local traction from the cam- 
paign—all on a voluntary, agent-paid 
basis. We are still getting good response 
from agents on tie-in material, although 
we did feel the effects of the NAIA ad- 
vertising campaign last year, I believe 
that the major share of the credit for 
this should go to the ‘P.S.’ symbol. Our 
agents like it. They find it easily adap- 
table to all kinds of items in connection 
with their own, locally prepared adver- 
tising. We help them in this by provid- 
ing P.S. cuts in all sizes, shapes, and 
varieties. Furthermore, we are _ con- 
tinually working on new and better tie-in 
gimmicks to assist in sustaining their 
enthusiasm.” 

Finally, Mr. O’Meara said it is too 
soon to evaluate accurately the effects 
of the P.S. campaign on the general pub- 
lic. This is because it is a long range 
program, not one designed to produce 
immediate and measurable results. As to 
media being used the Aetna Casualty de- 
cided at the outset to pick a few national 
magazines and to advertise in them with 
a fair degree of frequency. “Life,” “Satur- 
day Evening Post” and “Time” were 
those selected. 

The speaker in closing put strong ac- 
cents on this point: “That national ad- 
vertising, particularly under our present 
method of doing business—is not an end 
unto itself. Far from it. It is only a 
small part of what should be the progres- 
sive marketing concept. Ideally, this 
would be everything we do now plus 
everything we should be doing—includ- 
ing more advertising, product and mar- 
ket research, product improvement, com- 
petitive pricing, and the most efficient 
possible method of getting our product 
into the hands of the public.” 





M. & C. and O. L. & T. Rates 


> - ‘ . 

Revised in N. J., Wisconsin 

A revision of Owners’, Landlords’ and 
Tenants’ Bodily Injury Liability Insur- 
ance rates for Wisconsin and a revision 
of Manufacturers’ and Contractors’ 
Bodily Injury Liability rates and payroll 
limitation rules for New Jersey were 
announced December 8 by the Mutual 
Insurance Rating Bureau. 

In Wisconsin, the statewide rate level 
changes resulting from_the B.I. liability 
rate revision for the O. L. & T. Area 
and Frontage classifications is -+--17.5%. 

In New Jersey, the Manufacturers’ 
and Contractors’ B.I. liability rate re- 
vision results in a statewide rate level 
change of +7.2%. 

The payroll limitation rules of the 
Manufacturers’ and Contractors’ Liability 
Manual have been revised in order to 
make them consistent with the recent 
changes in the comparable rules appli- 
cable to Workmen’s Compension Insur- 
ance, 


Moyer Ass’t. Treasurer 


Reliance Insurance Co. 

The Reliance Insurance Co. announces 
election of Earl E. Moyer as assistant 
treasurer. Mr. Moyer has served in vari- 
ous capacities with the Reliance Group 
since August 1, 1937, and for 11 years 
has been general auditor. Prior to his 


affiliation with the Reliance, he was chief 
examiner and compensation actuary for 
the Insurance Department of Pennsy]l- 
vania, 





J. H. King, Jr. Elected V. P. 
Of Hooper-Holmes Bureau 


JAMES H. KING, JR. 


The Hooper-Holmes Bureau, ‘Inc. of 
Morristown, N. J., has elected James H. 


King, Jr., division supervisor, to the 
post of vice president, Pacific Coast 
division. 


Mr. King joined Hooper-Holmes in 
February, 1946, as an insurance inspec- 
tor in its New York office. He was pro- 
moted in March, 1948, to the mangership 
of the Indianapolis office. In early 1950 
he was further advanced to position of 
service analyst for Hooper-Holmes’ of- 
fices in Ohio, Kentucky and Tennessee. 
Transferred to the West Coast in the 
same capacity in March, 1951, Mr. King 
was promoted to division supervisor in 
December, 1952. 

A graduate of Phillips Andover Acade- 
my and Yale University, Mr. King was 
a member of Beta Theta Pi at Yale and 
the original board of the Yale Broad- 
casting Co. He served as a lieutenant 
in the U. S. Navy during World War 
II in the Mediterranean, Atlantic and 
Pacific theaters. He resides with his 
wife and family in Menlo Park, Calif. 


Gibson Heads N. J. Assn. 


The Surety Underwriters Association 
of New Jersey officers for 1959 are as 
follows: President, Angus Gibson, Mary- 
land Casualty; vice president, Martin J. 
Cooney, Royal-Globe Insurance Group; 
treasurer, F. J. Holcombe III, Home In- 





demnity and secretary, E. I. Morris, 
American Surety. 
Executive committee members are: 


John F, O’Hare, Employers Group; Paul 
S. Parris, Fidelity & Deposit; Harry 
Rankin, Jr., American Surety; Michael 
J. Regan, American Insurance Group, 
and Markham S, Smith, Standard Acci- 
dent. 











A Message to Our Agents and Brokers 





public relations job. 


BALTIMORE 











THE INJURED WORKMAN has the right to receive his 
compensation payments when or before they are due. 
The Claim Department is making an earnest effort to speed the 
payment of compensation to injured workmen. By forwarding im- 
mediately every notice of accident you receive and by preaching 
prompt reporting to your policyholders you can help in a practical 


PROMPT REPORTING OF ACCIDENTS IS THE 
FIRST REQUISITE OF GOOD CLAIM SERVICE 

















Kenneth Young's Talk 


(Continued from Page 35) 


readers displayed a cruel disinterest. 
However, Mr. Young said, the magazine 
scored a tremendous success with an 
Unusual Claim Story Contest—awarding 
$10 for each entry. This idea drew re- 
sponses from all sections of Canada. 


Influence Through Weekly Newspapers 


For the past year Board Advocate has 
been mailed to every weekly newspaper 
in Canada, and its editorials have been 
widely quoted verbatim as a result. The 
dailies quote the publication consider- 
ably less, he admitted, but they have 
been made conscious of CUA’s existence. 
“The result has been that when a story 
on insurance breaks, they are more in- 
clined to come to us for comment and 
we do not now find ourselves on the 
defensive, nearly as much as in the 
past,” he observed. 





Scanlon Named Manager of 
Peerless Boston Office 


Martin M. Scanlon has been named 
manager of the Boston office of Peerless 
Insurance Co. at 33 Broad Street, ac- 
cording to a recent announcement of H. 
R. Heneage, vice president and agency 
director. 

Mr. Scanlon, a Vermonter by birth, 
graduated from Brooklyn College with 
B.A. degree. He is a veteran of World 
War II, having served with the Navy 
Air Corps. 

3efore coming to Boston, Mr. Scanlon 
was associated with the company’s New 
York City office for several years, as- 
sisting in the development of fidelity, 
surety and burglary lines. He brings to 
the Peerless’ Boston office a_ broad 
knowledge of the problems facing pro- 
ducers of these lines. 





UNITED 
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Travelers 1958 Ads 


(Continued from Page 34) 


fication to make them take its message 
seriously, but not so much involvement 
that it made them anxious or tense...” 


Winning Business Attention 


The Travelers, Mr. Harrison said, uses 
the verse-cartoon style on both business 
as well as personal lines. The Reader- 
Feedback Service of McGraw-Hill re- 
vealed that the insurance company’s ad 
for suretyship in “Engineering News” 
was outscored only by an eight-page 
insert and a two-page spread. 

Turning to the comparatively unfavor- 
able response to the style from agents, 
Mr. Harrison stated: “Too often, | 
think, agents feel that, somehow, we who 
advertise for them should reduce to a 
printed page the approach, the examples, 
the competitive points, and the personal 
charm they employ in selling. It simpl) 
can’t be done, of course. But this 1s 
another subject, a subject the TAC and 
all of us have discussed many times in 
the past and will discuss many times in 
the future. 

“Incidentally, agents have merchan- 
dised our new campaign through the 
usual devices—reprints, mats, TV and 
radio spots, et cetra—they have mer- 
chandised our new campaign much more 
heavily than they have our past cam- 
paigns. So somebody up there likes us. 

Mr. Harrison said at the close, that 
while The Travelers Companies were at- 
tempting to do something new with ther 
1958 program, on some research 0 
another project recently, he discovered 
that a verse-cartoon ad appeared i 
Saturday Evening Post for The Travelets 
on September 7, 1936! 


Check Analysis Service 


For Insurance Companies 


Availability of a free check analys 
service for insurance companies primar! 
to help them re-design their checks fo 
electronic bank bookkeeping has bet! 
announced by the Todd Company Di 
vision, Burroughs Corporation, *” 
chester, N. Y. 

The service will be provided by 
firm’s new check analysis and design @ 
partment, created to assist, banks e 
commercial firms in re-designing a 
checks to meet the needs of the ne 
electronic bookkeeping equipment | 
ready installed in hundreds of vat? 
across the country and on order ” 
hundreds more. is 

In addition to rating a check 8 
adaptability to electronic processing, i 
analysis chart to be forwarded by ; 
department. will also appraise it 0 
other points, including general fic 
arrangement for accurate bank han * 
advertising and public relations ig 
color, typography, general layout, “ 
safeguards provided against altera 
and forgery. 
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Excess And Casualty Reinsurance 
Assn. Formed As Of December 31 


As of midnight December 31 the Ex- 
cess Reinsurance Association and the 
Casualty Reinsurance Association of 
America will be combined. The name of 
the resulting association, it was an- 
nounced this week, will be Excess and 
Casualty Reinsurance Association. In the 
opinion of its management, it will be the 
largest and strongest American associa- 
tion for multiple line reinsurance. 

According to a spokesman for the As- 
sociation, one of the purposes for com- 
bining the two present associations is to 
further facilitate the writing of multiple 
line reinsurance and to increase the ca- 
pacity of the American reinsurance mar- 
ket. He stated, however, that besides 
multiple line covers, reinsurance con- 
tracts will continue to be written for in- 
dividual classes such as fire, automobile, 
casualty, surety, etc. 

For the time being. members of the 
Excess and Casualty Reinsurance Asso- 
ciation will participate in one or more 
of three syndicates. Syndicate A_ will 
provide reinsurance for casualty business, 
Syndicate B for fidelity and surety busi- 
ness, and Syndicate C for all other 
classes of insurance except life, accident 
and health, but it will cover casualty in- 
surance to the extent written under mul- 
tiple peril policies and endorsements at- 
tached to standard fire policies. 


Setup of New Association 


The Association will operate under a 
constitution providing for shares in each 
syndicate with a fixed limit of liability 
per share. The number of shares may 
be increased as new members join or as 
original and future members desire to 
increase their participation in one or 
more syndicates. The constitution further 
provides for a rotating, 12-member, ex- 
ecutive committee which will decide mat- 
ters of general policy and act in the 
capacity of a govérning body. 

The Excess Reinsurance Association 
was organized on March 1, 1934 with a 
membership of five companies. During 
succeeding years, it has increased in size 
and capacitv to a membership of 35 com- 
panies in 1958. Through this association 
there has been provided, for capital stock 
insurance companies, admitted reinsur- 
ance on an excess of loss and partici- 
pating basis for fire and allied lines. 
inland marine and automobile business. 

The Casualty Reinsurance Association 
of America was formed in 1949 with a 
membership of 18 companies. This mem- 
bership has since increased to 31 com- 
panies, most of which are also members 


(. & §. Cub of New York 
(Continued from Page 33) 


his association with the insurance indus- 
try over the past several years. 


Henderson with F. & D. 31 Years 


Newly elected President Henderson is 
now completing 31 years of service with 
the Fidelity & Deposit. A graduate of 
University of Pennsylvania’s Wharton 
School, he joined the F. & D.’s Phila- 
delphia branch on January 1, 1927, as a 
Special agent after two years’ service 
in Stokes, Packard, Haughton & Smith’s 
bonding department in that city. Pro- 
moted to assistant branch manager in 
1934, Mr. Henderson moved up to man- 
ager in March, 1938, and to resident vice 
president in 1944, 

While in Philadelphia he served as 
legislative committee chairman of the In- 
Surance Federation of Pennsylvania; in- 
surance committee chairman of the local 
Credit Men’s Association; chairman of 
Montgomery County (Pa.) Housing 
Authority, and as president of the Lower 
Merion (Pa.) School Board. 

‘ Since April, 1952, Mr. Henderson_has 
fa in charge of metropolitan New 
York operations of the F. & D. At the 
game time he serves as mayor of Chat- 
ham, N. J., where he resides, and is also 
a director of the Chatham Trust Co, 


of The Excess Reinsurance Association. 
It has provided, for capital stock insur- 
ance companies, admitted reinsurance for 
casualty and fidelity business both on an 
excess of loss and participating basis and 
surety business on a participating basis. 


To Serve As Underwriting Manager 


The spokesman for the combined as- 
sociation advised that Excess and Treaty 
Management Corp., 99 John Street, N. Y., 
will serve as underwriting manager of 
Excess and Casualty Reinsurance Asso- 
ciation. This Management Corporation 
and its predecessors, he stated, have con- 
tinuously acted as underwriting managers 
for the present two associations since 
their inception. 

A spokesman for the Management 
Corporation stated that premium writ- 
ings for the present two associations 
during the calendar year 1958 will ap- 
proximate $50,000,000. With the increase 
in capacity from combining the present 
associations and the enlarged member- 
ship, he anticipates that premium writ- 
ings will continue to grow. 


Prudential announces 


a new group coverage... 


GROUP CREDITORS 
MORTGAGE INSURANCE 


Send for a copy 
of this free folder 


é 


This new plan provides insurance on the life of a person taking 
out a mortgage. As the amount of the mortgage decreases, the 
life insurance protection also decreases. And should the mort- 
gagor die before his mortgage is paid off—Prudential will pay 
the financial institution the full amount of the insurance to be 
applied toward paying off the mortgage. 

Who are your prospects ?—any financial institution that grants 
mortgages—commercial banks, savings and loan associations. 


savings banks, etc. 


Why is this plan low-cost?—because it is issued on a GROU” 
basis—at low group rates. The cost may be paid by the mort 


gagee or the mortgagor or jointly. 


For the past thirty years Prudential has pioneered and de- 
veloped Group Creditors Life Insurance. The announcement 


Leslie Answers Premo 


(Continued from Page 33) 


fusing, discriminatory,” Mr. Leslie 
pointed out: “The facts are that the 
present system of distributing the costs 
of insurance according to the accident 
and cost experience of differing areas 
and according to the proven hazards of 
differing types of drivers is sound. This 
is a system that has been developed 
slowly over a period of 50 years under 
the supervision of Insurance Commis- 
sioners in the 48 states. To abandon 
it would be to penalize a majority of 
our car owners. 

“For instance, in Hartford seven out 
of every 100 car owners were subject 
to claims on which the insurance com- 
panies paid an average of $984. Across 
the river, in East Hartford, only 4.2 
out of every 100 car owners were subject 
to such claims and they were settled 
for $988. Who in justice would compel 
East Hartford drivers to take over the 
Hartford costs?” 

Finally, the general manager of the 
National Bureau declared: “The system 
is not static. The rates change as experi- 
ence develops. Almost yearly rates go 
up and go down in differing classifica- 
tions to reflect improvement or deterio- 
ration of the records of the drivers in 
those classifications. The same changes 
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of Group Creditors Mortgage Insurance is another step in 


this development. Our long experience enables us to offer a 


ADDRESS 


No N.Y. Rate Increase Yet 

There was a flurry of excitement along 
William Street last Friday over a TV 
news bulletin on Ron Cochran’s !1 p.m. 


news broadcast the previous evening 
about an impending automobile rate 
increase for New York motorists. Mr. 


Cochran read a United Press Interna- 


tional news flash to the effect that 
“automobile insurance companies are 
preparing to ask for another rate in- 
crease of about 15%” and that “the 
chances are good that they will get 
| erat 


A call to the National Bureau brought 
the immediate response that “we know 
nothing about this UPI bulletin.” How- 
ever, one reaction which certainly reflects 
the temper of both producers and com- 
pany men alike, was “that an auto rate 
increase announcement for New York 
State now would be the best possible 
Christmas present for the industry.” 





are applied to the areas on their records. 

“No system is perfect, but it would 
be rash—and costly to the average 
automobile owner — to make radical 
changes in a system without complete 
facts and comprehension of those facts.” 


——— 






sentatives will handle the specialized part of the work for 
you, yet— you get the full commission. 


For your free copy of the six-page folder that describes 
Group Creditors Mortgage Insurance in more detail; just 
clip and send in this coupon. 


TO: BROKERAGE SERVICE, THE PRUDENTIAL, 


NEWARK 1, N. J. 


C) Please send me your free folder that describes 


Group Creditors Mortgage Insurance. 


2) I would like to know more about Prudential's 


Brokerage Services and how they can make 
Life sales easier for me. 








low-cost plan highlighted by its soundness, simplicity and ease 


of administration. 


Remember — Prudential Brokerage Services and Group repre- 


LIFE INSURANCE ANNUITIES 


SICKNESS AND ACCIDENT 


CITY & STATE 





PROTECTION 


GROUP 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
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A. & H. Production Up 6 to 8% for 10 


Mos; Results of 86 Companies Surveyed 
By Wat ace L. Ciapp 


While the A. & H. and hospitalization 
lines continued to maintain their popular- 
ity this year and, in fact, extended their 
scope into the “over 65” risks, 
the results from individual companies for 
the first ten indicate that the 
rate of percentage increase in production 
1958 as it was for 


class of 


months 


is not as much in 


1957 over 1956 writings. For the larger 
companies Group A. & H. writings have 
held up surprisingly well with major 


medical expense being the chief factor. 
However, the pace of commercial A. & H. 
increases is slower, due in part to the 
business recession, Thus, it looks like an 


over-all 6% to 8% gain in net premium 
writings for the year compared with an 
over-all 12% gain for 1957. 
Encouragingly, loss ratios for the 
larger companies are either running 


about the same as in 1957 or have shown 
a slight improvement for the ten months, 
case of Group major med- 
The headache in that de- 
trend 


except in the 
ical expense. 
partment has been the 
toward higher claim costs under hospital, 
and medical 

the 


continued 


coverages, 
hospital 
has been 


major 
increases in 
charges. Inevitably the result 
and will be further hospital 
rate increases and/or adjustment in cov- 


surgical 
reflecting 


premium 


erages, 
12 Leaders Produced $1,741,541,217 


In tabulating the ten months’ resuits 
The Eastern Underwriter found that the 
12 largest writers of A. & H. and hospi- 
a lines this year scored a total 
of $1,741,541,217 compared with $1,658,- 


i for the same period of 1957, The 
Metropolitan Life again tops the list, 
followed in order by the Aetna Life, 


The Prudential, Equitable 
Society, Mutual of 
Casualty, Bankers 


The Travelers, 
Life Assurance 
Omaha, Continental 


Life & Casualty, Occidental Life of Los 
Angeles, John Hancock Mutual Life, 
Provident Life & Accident and New 


York Life. 

A total of 86 companies participated in 
this survey of premiums written and 
losses paid and their individual results 
with observations are recorded in the 
following: 

Metropolitan Life reported $317,000,000, 
up 1% for all A. & H. lines written and 
with over-all loss ratio of 80.9% com- 
pared with 81.6% for the 1957 period. 
Its breakdown of writings showed $228,- 
100,000 of Group A. & H., down 1%— 
86.4% Joss ratio, a 2 point improvement 
over 1957; Group major medical—$339,- 
700,000, up 2% ; 81.8% loss ratio, 5 points 


higher; Individual major medical—$400, - 
000; 24% % loss ratio; this line not written 
in 1957: commercial A, & H.—$17,000,000, 
down 6% — 548% loss ratio, 5 points 
higher; hospital and surgical (mainly 
conv ersions)—$1,700,000, up 143%; 63.5% 
loss ratio, 5 points thigher; non-can- 


cellable hospital-surgical—$29,300,000, up 
17%; 52.9% loss ratio, 6 points higher; 
non-can. A. & H.—$800,000, up 100%; 
24.1% loss ratio, 14 points better than 
in 1957. 

Aetna Life’s earned premium produc- 
tion totaled $249,188,775 of which $213,- 
887,237. was in Group A. & H. and 





$27,904,000 in major medical expense 
individual and Group combined. Its com- 
mercial A. & H., hospitalization and non- 
can. writings tallied $7,397,538. Total 
losses incurred up to November 1 were 
$219,191,622 compared with $213,312,835 
for the same period of 1957. Group A. & 


H. writings were up 8.7% and _ indivi- 
dual A. & H. ahead by 2.3%. 
The Travelers showed $232,836,264 


written premiums, of which $208,810,133 
was in Group A. & H. including major 
medical. Commercial A. & H. writings 
amounted to $24,026,131, a gain of 2.9% 
The Group A. & H. volume gain was 
11.1%. This company reported that loss 
ratios in general are running about the 
same as in 1957. 

The Prudential topped $175,700,000 in 
combined Group and individual A. & H. 
writings for ten months. Its Group 
A. & H. production totaled $115,900.000, 
an increase of 12% over 1957. Its loss 
ratio in this line was estimated at 86.5% 
not significantly different from last 
year’s figure. Individual non-can. A. & 
H. premiums written or renewed up to 
November 1 totaled about $46,000,000, a 
gain of 21%. Loss ratios were about the 
same. The Group and individual Em- 
ploye Security Program sickness and 
accident premiums totaled $13,800,000, a 
gain of 41%. 

Equitable Life Assurance Society with 
an aggregate score of $156,312,693 went 


(Continued on Page 41) 


re H. Companies Start To Implement 
Program Outlined in HIAA Resolution 


200 Executives Agree at Special Meeting to Promote More 
Rapid Spread of Hospital-Medical-Surgical Insurance 
Among Elderly People 


As highspotted in The Eastern Under- 
writer last week the member companies 
of the Health Insurance Association of 
America at a special meeting December 
8 at the Hotel Biltmore, New York, 
took significant and far-reaching action 
in approving a 7-point resolution which 
set forth principles designed to promote 
more rapid spread of hospital, medical 
and surgical insurance among people 
aged 65 and over. This action was taken 
by over 200 presidents and other top ex- 
ecutives of HIAA member companies 
who responded to the call issued by 
HIAA President Travis T. Wallace, who 
heads the Great American Reserve of 
Dallas, Tex. The association's member- 
ship represents over 80% of the health 
insurance in force throughout the coun- 
try through insurance company policies. 

Following the meeting President Wal- 
lace sent presidents and corresponding 
officers of member companies the resolu- 
tion and a press release on the impor- 
tant action taken. 


Washburn Takes Quick Action 


Reacting quickly to the urgency of the 
HIAA resolution, William deV. Wash- 
burn, president, American Health of Bal- 
timore, has issued a call for a top-level 
home office conference of his company’s 
executives and general agents, and this 
meeting will be held in Baltimore right 
after the holidays. 


Mr. Washburn stated this week that 
while American Health already has in 
effect most of the recommendations of 


fered by HIAA, he would urge at the 
forthcoming conference a complete re 
view of his company’s portfolio of cover 
ages and underwriting procedures to de 
termine if any necessary changes should 
be adopted to comply with the HIAA 


resolution. He emphasized that the in- 
tent of this resolution would not be 
served by just making available cover- 
age features for all policies and coverage 
for previously hard to insure segments 
of the public. “It will take the sincere 
and aggressive efforts of the field forces 
to accomplish with action the desired 
effects,” he said. 

In summing up his company’s position, 
Mr. Washburn said: “If we thought 
these steps were not intrinsically sound, 
we would not have endorsed them. To 
us, writing health insurance voluntarily 
on an unsound basis is more than just 
foolish, it’s a good way to invite govern- 
mental entrance into the field. We've 
been successful specialists in this field 
right along and we are going to try 
to live up 100% to the HIAA resolution 
not as ‘do-gooders,’ but because we 
think it desirable for our policyowners, 
our agency force and our stockholders 
In other words, it’s good business.” 

He expressed a hope that other mem- 
ber companies of the HIAA would quick- 
ly take similar steps to follow with posi- 
tive action the ideas the membership has 
approved. 


Not Abrupt Departure From Present 
Practices 


In the formal statement which accom- 
panied the HIAA resolution it was em- 
phasized that the recommendations made 
to the membership “are not abrupt de- 
partures from the present practices of 
the industry. Each of them calls atten- 
tion to the successful efforts of some or 
many member companies, and urges con- 
sideration of their adoption on a “broader 
scale.” 

Furthermore, the 

(Continued on 
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FLASHING ahead with modern protection 


Our country maintains its military 

leadership with advanced weapons 
like this rocket-firing Scorpion. Simi- 
larly, leading producers stay in front 


by offering the most up-to-date forms 
. such as In- 
ter-Ocean’s ever-expanding line of Life, 
Accident and Health and Income-pro- 


of personal protection . . 


tection policies. 


Inter-Ocean representatives are 
always supplied with the latest advances 
in underwriting practice, as well as with 


competitive sales ammunition. 


If you are an interested broker, write 
today for information on the many op- 


portunities Inter-Ocean has to offer. 


PERSONAL PROTECTION SINCE 1903 
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ORDINARY LIFE ¢ GROUP 
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A. & H. Results For 10 Months Surveyed 


(Continued from Page 40) 


ahead in production in all lines except 
Group weekly indemnity which was 3% 
off. The breakdown showed $39,045,956 
for this line; $6,402,339 for Group acci- 
dental death and dismemberment, up 
14%. Loss ratios in these two lines were 
respectively 1% and 6% lower than a 
year ago; $92,279,351 for Group hospital, 
surgical and medical expense, up 2%; 
loss ratio about 1% points higher; $17,- 
(60,835 for Group major medical expense, 
up 68%, and with loss ratio considerably 
higher than in the 1957 period; $1,524,212 
for individual M.M., up 5%, but with loss 
ratio not available. 


Mutual of Omaha, largest exclusive 
A. & H. writer, scored $155,000,000, an 
estimated gain of $5,000,000 or 5% for 
ten months, V. J. Skutt, president of 
this company, reported about 1% im- 
provement in underwriting experience. 
Individual A. & H. writings totaled $133,- 
500,000 and Group business was $21,500,- 
000. Mr. Skutt pointed with pride to 
the fact that Mutual recently passed the 
$1 billion mark in A. & H. benefits paid. 
New policies will be brought out in 
1959, he said, as part of the company’s 
50th anniversary program. Special atten- 
tion will be given in 1959 to coverage for 
senior citizens. 

Continental Casualty, continuing its 
upward climb, reached $112,994,598 in pre- 
mium writings by November 1, a gain of 
about 6.1%. Its largest line was Group 
A. & H. with $61,588,680; commercial 
A, & H. stood at $32,869,604 and hospital 
premiums at $18,489,152. Group A. & H. 
loss ratios dropped about 2.7% but the 
individual A. & H. ratio was slightly 
over 2% higher than a year ago. Over- 
all loss ratios were about one-half of 
% lower than in 1957, Continental has 
made considerable strides in the over-age 
hospital-surgical field, introducing its “65 
Plus” policy in four midwest states. This 
program will be accelerated in 1959, M. 
R. Greenberg, assistant vice president 
and counsel, advises. 

Bankers Life &.Casualty scored $102,- 
857,369 in net premiums up to November 
1, compared with $94,899,434 for the 
corresponding 1957 period. Largest line 
was hospitalization — $87,109,090 — which 
showed $7,000,000 gain. For ten months 
the total claims paid were $66,436,982 
compared with $61,760,164 a year ago. 

Occidental Life reported $70,129,000 net 
written premiums of which $65,024,000 
were in Group A. & H. Writings in this 
line were 5.6% lower than in 1957 but 
the 91.2% loss ratio was an improvement. 
Commercial A. & H. writings of $2,582,- 
000 were 2.1% higher but the 38.2% loss 
ratio in this line was worse. Hospitaliza- 
tion premiums went ahead by 22.2% to 
$2,419,000 but the 52.7% loss ratio in this 
line was also worse. Non-can. premiums 
of $104,000 showed a 17.0% loss ratio. 
However, no comparison with 1957 was 
given as last year’s non-can. volume 
Was very slight. 

John Hancock Mutual Life had pro- 
duced $63,860,400 on an earned premium 
asis in Group and individual A, H. 
lines up to November 1. Its Group writ- 
Ings were $62,500,000 including $6,800,000 
of major medical expense and $20,300,000 
of Group hospital expense business. Its 
Group A. & H. volume was 2% ahead 
or the year with estimated loss ratio 
of 87% compared with 84.5% for the 
1957 period. 

Reporting on its second full year’s 
Eectience in the individual A. & H. mar- 

et, John Hancock pointed to $1,360,400 
of which $931,200 was in guaranteed re- 
newable hospital expense business ; $307,- 

in non-can. loss of time and $108,300 
im guaranteed renewable major medical 
pecan For the corresponding period 
of 1957 the company showed $310,386 in 
Premiums written and renewed. Esti- 
mated loss ratio on 1958 business is 29% 


compared with 20.3% for the same 1957 
Period, 


Provident Life & Accident had scored 
$58,162,118 in premium production as of 
ovember 1, a gain of $2,711,789 for the 
vk ein — pei were $49,754,666 
period of iar $46,563,824 in the same 


New York Life, showing healthy gains, 
reported $47,500,000 in direct premiums 
received up to November 1. Of this total 
Group A. & H. accounted for $40,000,- 
000, a gain of 10%, and individual A. & 
H. totaled $7,500,000, a gain of 35%. Indi- 
vidual loss ratios are running slightly 
higher this year and Group loss ratios 
are slightly lower. James T. Phillips, 
senior vice president and chief actuary 
of the company, points to popularity of 
two new guaranteed renewable for life 
policies—lifetime hospital expense for 
issue at ages 18 to 60, and senior hospital 
expense policy for ages 61 to 75. “Ex- 
perience with these plans has demon- 
strated their popularity,” he says. He 
firmly believes that the insurance indus- 
try will meet the challenge presented by 
the need for medical expense insurance 
on a permanent basis. 


Reserve Life of Dallas had topped the 
$40 million mark as of November 1, a 
gain of over $2,630,000 for the year. Its 
largest line was individual hospitaliza- 
tion with $38,517,586 on which loss ratio 
was 57.7%, two points higher than a 
year ago on $35,245,841 in premiums. 
Total losses paid for ten months were 


$23,187,246. 


Washington National, reporting $35,- 
282,650, scored a production gain of 2.5% 
for ten months. Loss ratios are up 3.1% 
over 1957 which prompts the observation 
of Paul W. Watt, president, that ‘a con- 
tinuation of such increases as have been 
occurring in the last several years will 
necessarily result in rate increases and/ 
or adjustment in coverages.” He further 
feels that increasing utilization and cost 
of hospital care places severe stress on 
the successful underwriting of hospital 
and major medical expense coverages. 
However, since the public needs and 
wants this protection, it is the job of 
insurers to provide it. “We must do 
everything in our power to keep the 
cost to a minimum but also within the 
bounds of safety,” he says. 


Lincoln National Life gained $7,199,000 
in earned premium volume for a total of 
$32,499,893 as of November 1. Its Group 
writings, including $10,088,658 in major 
medical, were $29,007,066. Group loss 
ratio on an incurred basis was 100.3% 
compared to 98.1% in the 1957 period. 
Individual premiums earned stood at 
$3,492,827 on which the incurred loss 
ratio was 37.6%, a7 point improvement. 


Continental Assurance produced $31,- 
970,000 up to November 1 of which $30,- 
600,000 was in Group A. & H., a gain of 
6% over 1957. Loss ratio was approx- 
imately 93%. Its non-can. business 
totaled $1,070,000, up 14%, with 46% loss 
ratio, 

Liberty Mutual’s Group A. & H. writ- 
ings on an earned basis totaled $26,400,- 
000, a gain of about 10% over 1957. Loss 
ratio at 89% is two points lower. How- 
ever, A. M. Wilson, assistant vice pres- 
ident, reports that this drop was brought 
about not by betterment in losses but by 
increases in premium. Major medical ex- 
pense, he says, represents about 10% of 
the total Group volume with loss ratios 
still favorable but climbing. As to cur- 
rent trends, Mr. Wilson reports that in 
hospital insurance underwriting the de- 
mand is for constantly increasing cover- 





Milton Rose Named to 
IAAHU Executive Board 


Milton L. Rose, Paul Revere Life, in 
Los Angeles, has been named to the 
executive board of the International 
Association of A. & H. Underwriters. He 
succeeds F. Kenneth Stoakes Loyal Pro- 
tective Life, also in Los Angeles, Mr. 
Stoakes retains his position as TAAHU 
vice president. 

W. S. Steiger, recently appointed 
TAAHU field director who is in New 
York at present reactivating and _ initi- 
ating local A. & H. associations will re- 
port to the next executive board meet- 
ing February 14-15 at the Waldorf- 
Astoria, New York. 


age. With a safety margin in rates of 
about 15% after loss and expense load- 
ings, and a 5% increase in losses each 
year by reason of inflation, policy rates 
became unsound every three years, in 
his opinion. 

“In Group, an ever increasing number 
of employers are continuing coverage on 
over 65 risks under the Group policy. 
When the ratio of those so covered in 
any group is under 10% of the total, the 
hazard of the retired does not seem to 





give a major distortion in the over-all 
loss ratio. As the ratio of aged in the 
group increases, evidence is building up 
to indicate that we must come to some 
method of reserving in the present for 
the expected liability of the future. This 
is more of a competitive problem than 
an actuarial one...” 

For the balance of the companies re- 
porting their ten months’ experience the 
following tabulation provides an easy-to- 
read summary of results obtained: 


Premiums Loss Experience 
Union Labor Life...................+$22,458,000 im Group A. & H. Estimated loss ratio for 10 
and hospitalization, a gain of months approximately 92%, 
14.1%. less favorable than in 1957. 
Pe Se eS), ee $22,449,630 representing siz- Loss ratios higher with ex- 
able gain in all lines but ception of commercial A. & 
hospital, down 13.7% Major H. ratio. 


medical expense, up 126.3%. 


Combined Companies ...............-.-.$22,156,068, 
over-all; 


optimistic on out- 
look for greater production 


of 30% Slight rise in loss ratios ex- 
perienced early in year but 


trend reversed by Nov. 1. 


a gain 


gain in 1959. 


Wat MOVES LAME. 5 5 cc oie oc tiie esceae $21,400,000 of which $16,200,- 
000 is in individual non-can. 


Expect 1958 loss ratio on 
non-can. to be same as in 


on which 8% gain shown. 1957; Group 1% higher. 
Group up 4%. 

Business Men’s Assurance...........-. $20,617,920, a gain of 8.5% for Commercial A. & H. loss 
ten months. Breakdown: $7,- ratio 56.8%, up 2.3%; 
234,296 in Individual A. & Group A. & H. ratio 54.8, 
H.; $13,383,624 in Group, up 7.6%; major medical 


largely hospitalization. 


estimated 1958 total $23,000,- 


ratio 73.8, up 13.1% Over- 
all 68.5 up 0.1%. 


Slight upward trend in loss 


ratio indicated. 


an increase of Same as last year. 


Of total $15,947,734 is 


in individual non-can. busi- 


Rime rient Caney 6 sé. 5.5 siccvicve tans $19,137,360, a gain of 30%; 
000. 

DE ok oats dee bennawee $18,610,734, 
10%. 
ness. 

National Cagnalty ® « o.c<icsccce cscs 0s eneteee $17,321,187 


reported 
months of which $11,347,277 


Total losses incurred, nine 


months, $10,808,987. 


for nine 


is in Group A. & H. Volume 
ahead for this period. 


Loyalty GLOUD: ..6... caccccascevsesenas $15,400,000 reported for nine 
months; slight decrease for 


Loss ratios running 3% low- 
er than 1957. 


this period. 


Massachusetts Mutual Life............ $12,630,788, gain of 35% as of 
November 1. 


Fiartfard ACCIGGNt o.6:6s.ccececs cas caceees $12,160,644 compared with $9,- 
902,000 in 1957 period. 


Loss ratio 82.9%—two points 
higher. 


Loss ratios lower in ail lines 
but hospital-medical and 
Group A. & H. 


NE 5 Vie hie ae weeds $11,550,034, a drop of 2.9%. Loss ratio of 81.1% com- 
pared with 79.9% a year 
ago. 
Lumbermens Mutiial 2... 0.005010 ccsaees $11,480,000 of which $9,117,000 5 point improvement expected 
is Group A. & H., about 3% on Group; 7 point worsen- 
ahead. Personal A. & H. ing on personal A. & H. 
volume off 25% due to non- 
renewal of high loss ratio 
risks. 

EndémuityCo;. of DE Acs sos as cep nrecs $11,000,000 of which $8,250,000 [Loss ratio up about 5 points; 
is in Group A. & H. About will be in high 50’s. 
15% over-all gain. 
Republic National Life. ...........e0s $10,546,330, a gain of 56.9%. Group loss ratio—92.6%; in- 
dividual — 48.5%. Both 
about same as last year. 
UustedeStates Tike. Sees whch cies $10,329,028, up .4%. 74.6% loss ratio compared 
with 77.8% for 1957 
period. 
Life Inaurduce Cov of Vaiss. nce. ove $10,333,025 estimated net vol- Group A. & H. loss ratio 
ume for 1958, well ahead of 97.3%, 2.8% better; hospi- 
1957. talization loss ratio 57.6%, 

1.2% higher. 

Mass. Protective Assn.........ccccees $9,800,000 non-can. volume for Loss ratios same as last 
ten months, a gain of 1.3% year. 
over 1957. 

Nationwide -Mitsteal so. ic 04503 4.6 6.0 36 0% $9,130,599, a gain of 33%; Loss ratios higher on all 
Group A. & H. total $5,934,- lines written except Group 
699, up 34%. —1 point better. 

Federal Life & Casualty............... $7,750,000 of which $6,030,000 Loss ratio over-all slightly 
is individual A. & H., run- over 49% compared with 
ning 4% ahead; Group vol- 46% in 1957. 
ume up 40%. 

Conitercial ; Travelers: oa.e6j00 06 is SRG $7,500,000 estimated for the Claims will be about $300,000 


year. 


more than $4,953,773 re- 
ported in 1957 exclusive of 
settlement expense. 
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Premiums 
res oo coer oe Oe ee ee $7,498,672 — running about 
same as in 1957. 

Woodmen Accident & Life............. $7,311,044, gain of 6.3% over 
1957. 

Mass. Indemnity & Life............... $7,233,101 of which $7,143,904 
is in non-can, A. & H. Vol- 
ume up. 

Educators Mutual Life.........ccccese $4,823,504, a gain of 11.7% for 
ten months. 

eCity DAMA! Sl sos ag ses sacnscctas $6,838,336 compared with $5,- 
977,692 for 1957 period. 

Se Oe ee $8,924,262—slightly ahead for 
10 months. 

Royal-Globe Insurance Group.........- $5,914,092, up 18.7% for ten 
months. 

Dietunl CE Mew Vorks. .osincccncsccad $5,239,000 for 10 months of 
which $3,478,000 is Group 
A. & H.; 5% ahead in writ- 
ings. 

Loyal Protective Life. .......00s2c0% $5,222,956, a gain of 4.8%. 
Non-can. writings — $4,721,- 
552 

PAGO CAMRY 5). 6 5icss Wann sste ease $4,709,956, ahead by 10.3%. 


.$2,248,731, a gain of 21.4% up 
to September 30. 


All American Life & Casualty........ 





eehh GENE CURRE Sas cco bese aoascor $4,059,551 including $2,296,462 
in Group A. & H. writings, 
up 72%. Non-can, and Indi- 
vidual, Major Medical writ- 
ings ahead 32%. 

Great American Reserve.............-.- $3,826,472—a gain of 5.2%. 

Massachusetts Bonding ............... $3,449,022—running ahead of 
1957. 

American Progressive Health.......... $3,259,708, a gain of 60% 

Federal Life of Chicago.............. $3,435,000 compared with $3,- 
177,387. for 10 months of 
1957. 

Pan-American Life .................. $3,232,109, largely Group busi- 
ness, which increased 49% 
over 1957 writings. 

Pserstents: TEGMON 0.6 .65556< 6s ss vss sae $3,105,233 — running same as 
last year. Underwriting re- 
sults for year expected to be 
excellent. 

Marian CRY ns 656556 sassaseeeae $2,850,000—about 5% ahead of 
1957. 

General Accident ................+-+-$2,772,156 for 9 months; writ- 
ings off because of business 
retrenchment. 

PC BBE oes cos cea acces eee $2,764,942, substanial increase 
in writings for all lines. 

Canada Health & Accident............ $2,638,220, a gain of 1.3%. 

WV RE BOE occ nan ose dsc ercsane $2,465,000, up 10% on Group 
and 3% on Commercial A. & 
H. 

Crown Life of Canada..............% $2,365,959 running about 
same as in 1957. 

Massachusetts Casualty .........cscesbe $2,302,631, a gain of $424,689 
for 10 months; estimate $2,- 
900,000 for year. 

Progressive Life of Red Bank......... $2,199,529—-running well ahead 
of 1957. 

Northern Life of Seattle.............. $2,162,924, 2 decrease of 2.6%. 

REED AIRE os onc eee css oncne «ie $2,135,877—behind for year. 






Empire State Mutual Life............. $2,022,000 20% ahead of 
1957. 
Inter-State Assurance .............00 $2,049,214 — running 7.6% 


ahead of 1957, 





Loss Experience 
Loss ratios improved. 


Loss ratio at 55.5%, nearly 
two points higher than last 


year, 


Favorable. 


Loss ratio 61.9%, 


point. 


up about 1 


Loss ratios satisfactory with 
Group loss ratio 10.1% be- 
low 1957 figure. 


Loss ratios generally im- 


proved. 


Loss ratios 11 points higher, 
entirely due to unfavorable 
DBL policy experience. 

ratios up 6 points to 

41.4%. 


Loss 


Up three points to 47.7% at 
Sept. 30. 


ratio 68%, 
1957. 


loss 
than in 


Over-all 
higher 


38.7% loss ratio shown for 


9 months, 5 points less 
than a year ago. Both 
A. & S. and student acci- 


dent ratios improved. 


Group loss ratio 81% for ten 


months, up 4 points; 32% 
on Individual A. & H. 
business. 

Loss ratio 62.2%, up 3% 


points. 
$2,221,950 in losses incurred 
for ten months. 


Loss 42.6% is 13 


points higher than in 1957. 


ratio of 


loss ratio about 


1%. 


Over-all 
60%, up 


Group loss ratio estimated at 
91%, four points higher 
than in 1957. 


Claims and claim expense in- 
curred was 57.7% _ of 
earned premiums, 3 points 
below 1957 ratio. 


Not Available. 


Individual A. & H. loss ratio 
52.4%, 5 points lower; 
Group A, & H. loss ratio 
86.2%, up 2.6%. 


Loss ratios up about 10 
points but experience im- 
proving. 


53.9% loss ratio, fractionally 
higher than year ago. 


81% Group loss ratio, up 9 
points; 44% Commercial 
loss ratio, up 1 point. 


f, an improvement of 


Non-Can. loss ratio 34.4%, 
up 1.6%; commercial loss 
ratio 52.7%, up 8.8%. 


Higher because of student ac- 
cident experience. 


Loss ratio at 52%, two points 
lower. 


Loss ratio improved on 
Group, commercial  acci- 
dent; higher on commercial 
health. 


53.4% loss ratio, about 14% 
higher than last year. 


Claim ratio 4% higher. 


Great American Insurance.......... - 


Act on HIAA Resolution 


(Continued from Page 40) 


appreciation of the fact that difficulties 
and major problems will be presented by 
the recommendations in some instances. 
Some will be more difficult to adopt than 
others. They were submitted to the 
membership in the sincere belief that 
“through their wider application the pub- 
lic interest can best be served and the 
status of voluntary health insurance can 
be enhanced.” 


The 7-Point Resolution 


The following is the exact wording of 


the resolution as adopted at HIAA’s 
special meeting: 
“Therefore Be It Resolved that the 


member companies of the Health Insur- 
ance Association of America examine the 
following principles designed to enable 
voluntary health insurance to meet the 
problems of financing the cost of medi- 
cal care, and that each company inde- 
pendently carefully consider the imple- 
mentation of these recommendations: 

‘l. Insurers offering individual and 
family coverage of the cost of health 
care under contracts which are renew- 
able at the option of the insurer should 
continue and accelerate their progress in 
minimizing the refusal of renewal solely 
because of deterioration of health after 
issuance. 

“2. Every insurer offering health care 
c. verages should, among the types of in- 
surance contracts it offers, promptly 
make available to insurable adults poli- 
cies which are guaranteed renewable for 
life. 

“3. Every insurer should develop sales 
programs designed to encourage the sale 
of permanent health care insurance 
where the need for this type of cover- 
age exists. 

“4. Every insurer offering individual 
and family hospital, surgical, and medi- 
cal care coverages should promptly take 
steps if it is not presently doing so to 
offer insurance coverage to persons now 
over age 65. 


Physically Impaired People 
5. It is essential that adequate volun- 
tary health insurance be available to 
broad classes of physically impaired peo- 
ple. Initial insurance underwriting stand- 
ards essential to fulfilling the first two 
of these recommendations increase the 
need for insurance for the physically im- 


“ 


CARBONE HEADS A. & H. ASSN, 


Brooklyn Insurance Broker to Be In. 
stalled in Feb. by Southern N. Y. 
Assn.; Launches Membership Drive 
Joseph A. Carbone, past president oj 

the Brooklyn Insurance Brokers Associa. 


tion, Inc., has been elected president of 
the Southern New York Association of 
Accident & Health Underwriters. He 


succeeds Nicholas V. Sichenze who was 
named chairman of the board. 


Other officers elected were Andrew 
Accuzzio, insurance broker, vice presi- 
dent; Sidney Levy, CPA and insurance 
agent, treasurer, and Ralph H. Caputo, 
insurance broker, secretary, all of Brook- 
lyn. 

The board of directors includes some 
of the Borough’s leading insurance pro- 
peta Charles. A. Merante, George 


Mutari and Max Klotz, all past presi- 
viet of Brooklyn Brokers Association, 
were elected as were the following: 
Louis J. Maresca, past secretary of 
Brooklyn Brokers Association; George 
Clarke, Thomas Abinanti, Raymond R. 
Flood, Bernard G. Werbel, Michacl T 
Ferrara and Attillio P. Ger ‘adi. 

Installation of officers will take place 
: a dinner in early February. President 
Carbone, already on the job, has launched 
a membership drive with goal of 100 by 
February 1. He has also na.ned a com- 
mittee to make plans for a sales con- 
gress early next fall and a DITC course. 


Three Fiskdnes Named 


Illinois Mutual Life & Casualty has 
added three men to its field force. Pres- 
ident FE. A. McCord announced the ap- 
pointment of Bill McGowan as regional 
superintendent of northern Kentucky 
and southern Indiana. Louis A. Jambor 
will be regional superintendent in north- 
eastern Ohio and Eugene A. Willis will 
serve as Group represent itive for TIlli- 
nois Mutual in the ( ‘hicago area. 


It is recommended 
consider how it 
achievement oi 





that e ach 
can 
this 


coverage. 
company carefully 
contribute to the 
objective. 

“6. Every insurer writing coverage on 
a group basis should develop and agr- 
gressively promote soundly financed cov- 
erages that will continue after retire- 
ment. 

“7, Every insurer offering coverage on 
a group basis should encourage the in- 
clusion in the group contract of the right 


paired. Otherwise. in the future, these to convert to an individual contract on 
. . . . ° ’ 
people may be deprived of insurance termination of employment.” 
Premiums Loss Experience 
Provident Mutual Life... ..:.....0.5.0¢ $1,612,751—ahead for year. Slightly higher for both 
Group and Individual. 
Home Life of New York...........00 $1,391,534, largely Group A. & 90% over-all loss ratio, up 9 
H. on which 129% increase points. 
shown. 
Fidelity @ Caste. os i ccenk ec aeke $1,278,534—up 11.9% on acci- 39.3% loss ratio on accident, 
dent; Off 10.2% on baie. up 8 points; 102.3% loss 
ratio on health, —sizeably 
higher. 
Employers Casualty of Dallas.......... $1,247,684—slightly ahead. Higher loss ratios on all but 
individual hospital. 
ERADIOPETE APENUD 5. .< 40 hac chdo acai xoke $1,247,601—slightly off. Slightly improved. 
" ’ ; : ‘ : ce 
North American Life, Chicago......... $1,169,749—volume off 6% 43.5% loss ratio, down .5% 
on individual business but 
up on Group. 
Bankers National Life. ......c0ce0c000% $917,358—volume 9% off. 39% loss ratio, up 11 points. 
St. Paul Hospital & Casualty.......... $911,054, up 9%. 55.3% loss ratio, 244% im 
provement. 
Wisconsin National Life.............. $718,830. 45.3% loss ratio. 
Guarantee Mutual. Life. 6.6 .0.0%0 03500 $669,438, a gain of 13.7% 45.0% loss ratio, up 3 points. 
Dominion Life of Waterloo, Ont....... $618,000, up 22%. 72.5% loss ratio, a 3 point 
improvement. 
New Amsterdam Casualty............. $528,561—slightly off. 7 point improvement in in 
dividual health loss ratio. 
Peerless of Keene, N. H.............. $505,688—slightly off for ten Approximately 50%, higher 
months, than in 1957. 


Glens Falls 


Companion Life of New York......... $272,790, increase of 3.8%. 


Na Ee ie ee Oh OL POT Fs $318,410-—off for year. 


. $342,247—below 1957. 


Losses higher. 
Not available. 


Higher. 
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